BUILDING 
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lime,  1952 


CoT*r  Plctur*.  S««  Paq*  31 


Porch  Enclosures 
In  TUs  Issue;  Ornamental  Iren 
Insulating  Siding 


(>o  aliruil,  ^ell  all  llie  roiiibinatioii  xin- 
<I(>H>  you  Haul,  beraiise  Aliiiiiatir  Mill 
deliver  'em!  Aliiiiiatie  Iibm  llie  nii»t  eum- 
plele  line  in  aliimimim  and  Hood  and 
llii»  ineaiiM  you'll  make  money  llli^  year 
—  if  yon  ••ell  AInmalie  |irodnel^>!  itii 
AInmalie,  it'll  lie  liriuliler  for  yon  in  ‘o2! 


OUTSTANDING  PRODUCTS! 


^ows  and  doors 
.  dov^s  and  door: 

combination  wmd  ,ell 

:  srp°o-.ro'; 


I  COMPTTTt  UNI 

MUMMIC  - 

ARA10»-  ■  ■ 
- 

kaysto  -  - 
OUAIlO**^** 


More  fine  nnlionnl  adrertiifing 
in  more  mngazineii  than  ever! 


p  Inereared  milei  promotion  aid! 

^  W  idened  diulrihulion  points 
for  faster  service! 

All  Alumatic  products  bear 
the  Good  Housekeeping  Seal! 


I'd  like  to  gel  in  that  briftht 
future.  Send  me  details! 


ADI>REsS 


CtTY 


insure  your  business  future! 


► 


I 

I 


They  add  up  .  .  .  and  they  make  Sense 
.  .  .  the  keys  to  successful  BUSINESS! 


There  are  a  great  deal  more  sales  advantages  when  you  handle 
the  Shieldall  line.  Sheildalls  have  and  are  receiving  excellent 
consumer  acceptance.  We  are  furthering  this  interest  with  a 
completely  new  advertising  and  promotional  plan  designed  to 
bring  inquiries  to  the  dealers  door. 

Check  the  advantages  listed  below  and  then  contact  Grover  A. 
Richards,  general  sales  mgr.,  for  complete  information. 


•  Die  cut  "sure  fit"  parts 
e  iasy  one  man  installation 
o  Chimney  vent  ventilation 
o  Complete  color  selection 


o  Lett  than  two  week  deliveries 
o  Guaranteed  selling  program 
o  Fool  proof  construction 
o  Steady  high  rate  profits  year 
'round 


DOORWAYS 


YOUNGSTOWN  INDUSTRIES,  INC 

710  SOUTH  STATE  ST.,  GIRARD,  OHIO 


PORCHES 


PATIOS 


Send  thli  cotipoH  tor  eomfhto  Mormmtion 


NAME. 


ADDRESS 


•  RESTORES 

•  PAINTS 

•  WEATHERPROOFS 
making  them  look 

like  NEW! 


•  REPEAT  SALES 


DEWATEX 


Manufacturing  Corp, 
424  Waif  4and  Straat,  N.  Y.  IS,  N.  Y. 


Gantlemen:  Please  send  complete  information  os 
to  how  we  con  operate  in  this  new  and  lucrative 
field  os  on  approved  SHINGLE>SEAL  applicator. 


Write  or  Phone  for  full  particulars 


fwAICA  Manufacturing  Corp. 

424  West  42nd  Street,  N.  Y.  18,  N.  Y. 
LOngacre  3*6527 


Addrttt 


I 
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DEALERS  •  DISTRIBUTORS 

TERRITORIES  AVAILABLE 
WRITE,  WIRE  OR  PHONE  TODAY 

Advertising  mats,  full  color  brochures,  thank- 
you  cards,  photo  books,  full  color  mailing 
cards,  door  hangers,  handbills,  depth  pic¬ 
tures,  decals,  etc.,  and  complete  program 
for  advertising  and  merchandising  Aluma 
Kraft  Awnings.  Everything  you  need  to 
successfully  sell  awnings  from  lead  getters 
to  order  forms.  Aluma  Kraft  factory  plan¬ 
ning  offers  complete  programming  for  suc¬ 
cessful  business  operation. 

Aluma  Kraft  Aluminum  Awnings  are  avail¬ 
able  in  market-tested  range  of  Standard 
and  Deluxe  sizes  with  endless  applications 
for  windows,  doorways,  store  fronts,  patios, 
porches,  etc.,  makes  it  easy  for  you  to  get 
more  jobs.  Architects  and  owners  alike 
praise  their  modern  beauty,  utility  and 
durability.  Simple  speedy  installation  saves 
you  time  and  money. 


•  • 


ALUMA  KRAFT  MANUFACTURING  CO. 

1 330  North  Rock  Hill  Rood 
St.  Louis  1  7,  Missouri 

YES,  I  am  interested  in  taking  on  Aluma  Kraft  Awnings.  Please 
rush  me  the  Aluma  Kraft  story. 

Nome-  -  - - -  - 

Address  -  -  - 

City-  - Zone - .Slate 
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BUILDING  SPECIALTIES 


The  first  ones  get  the  most! 


YEAR  'ROUND  SALES 


A  GROUND-FLOOR  OPPORTUNITY 
FOR  ALERT  DISTRIBUTORS 


Stop  to  consider  the  soles  potential  of  this  statement:  “IVe  can  convert 
any  type  of  building  into  a  Slone-Type  structure  in  Three  Days!” 
Think  of  the  market  that  is  waiting  for  you  right  in  your  own  areal 
That's  the  reason  for  the  astounding  rise  of  CKAFTSTONE.  It's  new  I  It's 
revolutionary  I  It  hot  NO  COMPETITION!  It  carries  o  20  year  guaranteel 


PRIVATE  HOMES 


CtAFTSTONE  is  pre<ast  STONE.  It  it  applied  very  like  walltile  over  any 

type  of  construction.  CRAFTSTONE  comes  in  8  different  shapes, 

hand-sculptured  by  skilled  stone  craftsmen  with  all  the  natural  quality 

of  stone  including  its  endurance,  color-fastness  (the  color  it 

through  and  through)  and  life-time  beauty.  CRAFTSTONE  it  packed  in  boxes 

for  easy  shipment,  storing  and  installation. 


COMMERCIAL  BUILDINGS 


CHURCHES  •  SCHOOLS 


INTERIORS 


CA-STONE  Products,  inc. 

3032  W.  SEDGLEY  AVE.,  PHILA.  31,  PA. 

STEVENSON  7-6593 


Telephone 
Wire  or 
Write  today.., 
for  the 

complete  story 


CA-STONE  PRODUCTS,  INC. 

3032  W.  Scdgley  Av* ,  Philo.  31,  Po 

Smd  os  foil  details  on  Croftslone.  We  ore  inter¬ 
ested  in  0  Distributorship. 


PRIOR  EXPERIENCE 
NOT  NECESSARY  . .  .  EXCLUSIVE 
FRANCHISES  IN  CHOICE  TERRITORIES 
AVAILABLE. 


Address 


June,  1952 


RUBEROID 


bepouteb. 


NEWS  OF  INTEREST  TO  THE  TRADE  •  PUBLISHED  BY  The  RUBEROID  Co.,  500  FIFTH  AVENUE,  NEW  YORK  36,  N.  Y. 


COLOR-GRAINED  SIDING  VISUALIZER 
OFFERS  NEW  DYNAMIC  SELLING  TOOL 


Here's  The  Most  Powerful 
Sales  Aid  Ever  Devised 
For  Asbestos-Cement  Siding 

Sales  resi.stance  melts  . . .  interest  is 
sharpened  . . .  more  sales  are  closed 
faster  when  you  present  the  dra¬ 
matic  evidence  of  sidewall  l)eauty 
with  the  Color-tirained  Sidintr 
Visualizer. 


Portable  Display  Unit 

This  “portable  display  unit”  is  a 
hand.some  Ifi-page  book  printed  on 
heavy,  durable  stock  in  full  color. 
The  hard  cover  simulates  the  texture 
of  Color-ti rained  Siding.  The  inside 
pages  are  loaded  with  exciting  color 
and  convincing  i)roof  of  the  superi¬ 
ority  of  Color-Grained  Siding.  It 
answers  all  your  customers’  ques¬ 
tions  about  the  appearance,  durabil¬ 
ity,  economy  and  fire  resistance 
found  in  this  beautiful  sidewall  ma¬ 
terial. 

Best  of  all,  this  sales-boosting  in¬ 
formation  is  packed  in  a  9J4"  x  I2V2'' 
book  that’s  easy  to  carry,  handy  to 
use. 


Feature  attraction  of  thin  new  selling  tool  is  the  interchangeable  sidewall 
home .  ..a  dramatic  demonstration  of  the  new  concept  in  exterior  home 
decoration  introduced  by  Color-drained  Siding. 

** Action”  Photos  and 
Style  Tips 

The  handsome  decorator-styled  col¬ 
ors  (Moss  Green,  Mission  Ivory, 

Birch  Gray,  and  Rustic  Brown)  are 
pre.sented  in  full-page  Kodachromes 
of  finished  homes.  When  your  pros¬ 
pects  .see  these  authentic  photo¬ 
graphs  of  Color-Grained  sidewalls 
“in  action,”  they’ll  I)e  eager  to  try 
their  hand  at  “exterior  decoration” 
for  their  own  home. 

To  help  them  get  started,  a  section 
of  the  V’isualizer  is  devoted  to  color 
styling  suggestions  . . .  developed  by 
a  leading  color  consultant  and  show¬ 
ing  many  different  combinations  of 
sidewall,  roof,  trim  and  accent  col¬ 
ors  —  all  of  them  new,  exciting  and 
distinctive  . . .  the  last  word  in  home 
color-styling. 

Saving  The  Best  For  Last 

The  big  payoff  is  in  the  back  cover 
where  you’ll  find  pictured  a  typical 

Only  Ruber  o  id 
Color-drained  Sid¬ 
ing  has  earned  the 
dood  Housekeeping 
Seal  of  ApproraL 


^  Guaranteed  by 
Good  Housekeeping 


The  Color-drained  Visualizer 
IVill  Open  Doors  For  You  And 
Help  You  Clinch  More  Sales 


Photos  In  diorious  Color  Tell  The 
Color-drained  Story  of  Sew 
Beauty  For  Fi  ery  Home 


BUILDING  SPECIALTIES 


WOOD  AND  ALUMINUM 
STORM  WINDOWS  AND  DOORS 


□ 

□ 


ASSiMBUP  OR  KO  WFiTHFB-TITF 

Weather>Tite  mortised  and  tenoned  flLMiriLli  lilL 

quality  K.  0.  or  assembled  windows  A  I  11  M  I  |J  ||  U 

are  precison-built  and  constructed  MLUIrilliUm 

California  Redwood!  They  resist  DOORS  AND  WINDOWS 

warping  and  rotting  and  are  Life¬ 
time  air-tight  sealed.  Built-in  venti¬ 
lators,  quick,  easy  change  from  win-  ^  IMMEDIATE  OEllVERlf 

ter  to  summer  guarantee  summer 

RROWOOO  SrORM  OOOR  . 

Weather-resistcinl  Weolher-Tite  Red-  M  DIIJfI  FSEE  COMEODI 

wood  storm  doors  eliminate  drafts 

and  are  built  with  the  Weather-Tite  'h  PRECISION  BUILT 

overlapping  inserts.  Pure  Oil  stain  . 

w  smart  appearance 

chined  to  perfection  —  it  becomes  the 

^  BlENDWIIHAWSryEEHOME 

HtW  cCOn^O*miX€n  a 

The  Toast  of  the  Storm-Window  In-  ^  LESS  SERVICE  CALLS 

dustry!  Weather-Tite's  Econ-o-Miier!  A_ 

Completely  assembled,  24  x  24  two  77  WINDOWS  (OUTSWING) 

«  kepsooi 

else  to  buy.  Easy  to  install  —  one 
satisfied  customer  tells  another! 

All  products  are  guaranteed  to  be  Weather-Tite 
—but  our  line  keeps  expanding— we  are  equipped 
to  fill  all  orders  and  demands  for  all  types  of 
combination  windows  and  doors  in  Redwood 
and  Aluminum.  We  guarantee  fast  delivery  on 
either  K.  D.  or  assembled. 


D' 


I  I  EXTJIUDED 

OUTSIDE  CASEMENT  ALUMINUM,  OOUBIE-HUNC  ALUMINUM 


STORM  WINDOW 


anodized  window 


COMBINATION  DOOR 


ALL  ALUMINUM  CASEMENT 
COMBINATION  WINDOW 


Weather-Tite 

6305  EUCLID  AVENUE 

CLEVEIANO  3,  OHIO 
iXpratt  I-3DIA 


June,  1952 
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IMPORTANT 

ANNOUNCEMENT 


The  current  improvement  in  the  aluminum  situation  permits  us 
to  resume  our  deliberate  territorial  expansion  program.  As  becomes 
the  largest  awning  manufacturer,  we  carefully  select  only  those 
franchise  outlets  who  can  and  will  make  the  same  high  ratio  of 
profit  now  enjoyed  by  our  existing  distributors  and  dealers. 


If  your  area  does  not  now  have  an  ALUMAROLL  outlet,  we 
suggest  you  explore  the  profit  possibilities  in  one  of  our  franchises. 


Sales  Division 


63  Meadow  Road 


Rutherford,  New  Jersey 


BUILDING  SPECIALTIES 


u  0  COMBINATION 
VIINDOVIS 


ASSEMBLE  THEM  YOURSELF 

and  reap  the 

iL^  EXTRA  PROFITS 

IL— — —  Assembly  is  easily  done  without  expensive  equip¬ 

ment.  Do  it  in  your  shop  or  on  the  job. 

K.D.  COMBINATION  WINOOWS  l  i  •  t  .  t 

ALUMINUM  STAINLESS  STEEL  J, 

and  REOWOOD  selling,  added  beauty  and  greater  profits.  Sell 

For  Less  —  Make  More. 

Write,  wire  or  phone  tor  further  information  to  Oept  219  LOWEST  DEALER  PRICE 

EASY  TO  SELL  AND  INSTALL 

-  FASTEST  DELIVERY 

NATIONALLY  ADVERTISED 


CO^PO  miracle* 

PRODUaS  COMPANY 

115221  W.  11  MILE  RD.  BERKLEY,  MICHI 


Phone  Jordan  4-5944 


ALUMINUM 
COMBINATION 
DOORS  &  SCREENS 


M  4 

;  ^  *  4>- 


m  m 
m  m 

llflll 

II!!!! 


t;'*' 


ASSEMBLES  LIKE 
AN  ERECTOR  SET 


I  i  i  i  n  A  i 


YOU'VE  NEVER 
SEEN  ANYTHING 
LIKE  IT 
BEFORE 

^1  I  I 


DALLAS  IRON  &  WIRE  WORKS 


6115  DENTON  DRIVE 
DALLAS  9,  TEXAS 


June,  1952 
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BUILDING  SPECIALTIES 


Even  IDEAS  have  to  be  RIPE! 


The  U.  S.  Patent  Office  files  bulge  with  mil¬ 
lions  of  ideas  people  hove  thought  enough  of 
to  register.  If  you've  ever  thought  about  it,  as 
we  have,  it  may  have  occurred  to  you,  too, 
that  there  must  be  many  thousands  of  worthy 
products  that  for  some  reason  have  never 
seen  the  light  of  public  consumption. 

Why?  Were  they  before  or  behind  their 
times?  Were  they,  at  inception,  ill-timed  for 
acceptance?  How  does  one  tell  when  the  time 
is  right  .  .  .  one's  idea  ripe  for  presentation? 


We,  at  WARNER  MANUFACTURING  COR¬ 
PORATION,  devote  much  of  our  energies  and 
resources  to  "timing".  Not  only  for  introduc¬ 
tion  of  new  items  but  in  everyday  production, 
merchandising,  advertising,  local  sales  pro¬ 
motion. 

It  pays,  and  pays  well,  to  do  business  with  a 
firm  like  WARNER  .  .  .  for  the  daily  advanta¬ 
ges  in  name  prestige,  product  acceptance, 
"natural"  resources  available  to  WARNER 
WEATHER-MASTER  dealers  and  distributors. 


A 

UJeather- master 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 

UlARnCR  mfC.  CORP. 

8  5  5  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  J. 


June,  1952 
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ATOMASTIC 

Hie  modern  exterior  cootin^ 


WPUTATIOW 


PCOFITS 


Atomastic,  the  original  asbestos  mastic  exterior  coating  is  a  quality 
product,  made  by  a  long  established  paint  company.  It  has  been 
tested  and  proven  in  thousands  of  applications  in  every  sort  of  cli¬ 
mate.  Reputable  dealers  from  coast  to  coast  find  Atomastic  profitable 
to  sell  on  its  own  merits.  Powerful  new  sales  presentation  and  na¬ 
tional  advertising  smooths  the  way.  Be  sure  your  mastic  sales  make 
friends  for  you  as  well  as  money.  Cash  in  on  the  "reputation-build¬ 
ing"  mastic  —  ATOMASTIC!  A  few  territories  still  open.  Factory 
representative  trains  your  salesmen  and  your  applicators. 
Write  today! 


PAINT  MAKERS 


OLD  QUAKER  PAINT  CO.,  INC. 

1977  BLAKE  AVENUE,  Department  B-6 
LOS  ANGELES  39,  CALIFORNIA 


Los  Angeles,  Calif. 
Syracuse,  New  York 


FNA  FINANCING  APPROVED 


/O  year  factory  guarantee 


BUILDING  SPECIALTIES 


5  ^^Mtured  COATIH® 


MLtLT  ■» 

*  sales  CORPOK 

^^»TAOl  IS  j.  U  t  * 


!;i:ai.-ti:(; 


TEXTURED 
COATI NG 


A  scientific  compound  of  Silicon-Asbestos  Mica ...  the  NATURAL  sidewall  coating! 


•  Available  in  2  Types  and  3  Textures: 
Series  100  Series  200  Series  300 
Smooth  Sand  Pebble 


For  all  weathered  surfaces; 
Cement  Block;  Brick;  Stucco; 
Asbestos  Shintling;  Wood 
Siding:  Wood  or  Asphalt 
Shingling! 


•  Equal  to  10  or  more  thick 
nesses  of  ordinary  house 
paint! 


Su  can  be  in  a  new  business  ...  or  set  up  a  new  and  instantly  profit- 
jle  department  in  a  field  that  is  rapidly  sweeping  the  country. 
|hink  of  iti  Where  once  housepainting  was  an  oft-repeated  job  that 
pok  days  and  necessitated  weeks  of  good  weather  .  .  .  now  you  can 
[er  BEAUTIFICATION,  INSULATION  and  PROTECTION  far  beyond 
^limits  of  mere  paint.  It's  a  fabulous  story  —  and  one  which  is 
SALES  AND  PROFIT  HISTORY  everywhere.  Get  in  it  todayl 
Mupon  at  once  and  get  the  pick  of  remaining  territories. 


YOUk  BES1  BET  .  .  .  tO  TO  t! 

1.  Mildew  resistant! 

2.  Water  repellent! 

3.  Termite-proof! 

4.  Windproof! 

5.  Lime  resistant! 

6.  Fire  retardent! 

7.  Chip-proof! 

8.  Color  fast! 

9.  Heat  insulating! 

10.  Cohesive  plus  Adhesive! 


VERFLEX  SALES  CORPORATION  (Seal-Tec  Div.; 
Carlstadt.  New  Jersey 

Please  send  complete  information  to: 

We  ore  Dealer,  Distributor,  Applicator 

Address  . 

City  &  State 

f~)  We  ore  familiar  with  this  type  of  work. 
r~l  We  ore  not  familiar  with  this  type  of  work. 

Territory  desired  . 


June,  1952 
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INDEPANE 


installation 


Anyone  can  1 
install  INDEPANE  ^ 
,dows  by  following 
nstructions.  The  only 
«sarv  is  a  screwdriver 


INVtFAN  C  is  an  entirely  new  development 
of  the  popular  JALOUSIE  type  window, 

incorporating  these  desirable  N  EW  features : 

•  .'  COMPLETELY  WEATHERSTRIPPED.  Each  louver  pane,  when 
closed,  is  pressed  against  permanently  elastic  vinyl  weatherstrip  around 
all  four  edges,  and  when  closed,  the  Indepane  Window  is  sealed  against 
air  or  dust  infiltration.  AIR  LEAKAGE  COMPLETELY  ELIMINATED. 

DUAL  CONTROL.  Each  pane  can  be  individually  operated  from 
right  side.  By  using  obscure  glass  and  opening  the  upper  panes  only, 
ventilation  does  not  interfere  with  privacy.  Ideal  for  bathrooms  and 
doctor's  examination  rooms. 

4- NO  PAINTING  REQUIRED.  All  hardware  is  of  satin  finished 
cadmium  plated  steel  or  aluminum. 

■V*  AUTOMATICALLY  LOCKS.  When  closed,  the  Indepane  Window 
is  automatically  locked. 

NO  PROJECTION.  The  window  panes  do  not  project  beyond  the 
wall  thickness.  No  interference  with  outside  screens,  curtains,  or 
drapes.  Both  sides  of  glass  are  easily  cleaned  from  inside. 

■t"-  DESIGNED  TO  SAVE.  The  INDEPANE  Window  is  designed  for 
low  priced  double  strength  glass  and  outside  screens  of  the  inexpensive 
frameless  type. 

CONVENIENT  SIZES.  INDEPANE  units  are  available  for  window 
openings  up  to  3'0"  x  6'0".  Larger  openings  may  be  equipped  by  using 
multiple  units. 


PRIMARY 

CONTROL 

All  panes  open  for 
full  ventilation. 


SECONDARY 

CONTROL 

For  louver 
selection  and 
additional  security 


715  WEST  REDONDO  BEACH  BOULEVARD 
GARDENA,  CALIFORNIA 


DEALERS:  Dealer  inquiries  invited.  Priority  given 
those  furnishing  complete  information  as  to  the 
activities,  experience,  and  financial  responsibility. 


16 


BUILDING  SPECIALTIES 


cAmericaA  3ineH  aluminum  storm  sash 


FOR  EVERY  TYPE 


CASEMENT  WINDOW 


perw^ 


Ntitionally  itdvertised 


Seaso'^f 

*%«•» 


iir  ■- 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 
that’s  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


Here’s  why  leading  companies  prefer  Season-all  •  •  • 

ZJke  cAri^tocrat  ol  Storm  Sa^k! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible  Jf 

winter  fuel  savings  up  to  35%  •  Keep  window  condensation  to  a  IJ  tj 

minimum  •  Provide  unsurpassed  all-weather  pro-  Ifj IJL 

tection  for  windows.  - _ ! 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season -all  Sales  Corporation 

— .  146  Forty-sixth  St., 

Lfir  B  Pittsburgh  1,  Pa. 


inquiries 

(,om  «ith  o  P'"''®" 

“'S'*"?  „‘t  occon'pli*''"'"”' 

record  o’ 


Clearview  branches 


BIRMINGHAM.  ALA. 

423  S.  20tli  St 
CORPUS  CHRISTI.  TEX. 
927  S.  Staples 
DALLAS  1,  TEXAS 
2625  Elm  Street 
DAYTONA  BEACH,  FU. 
716  N.  RiOfewoaO 
FT.  LAUDERDALE.  FLA. 
3318  s'  W.  2nd  Ave. 
HOUSTON  6.  TEXAS 
806  Riehnond 
JACKSON  1.  MISS. 

703  Std.  Life  Bids. 
JACKSONVILLE,  FLA. 
3B19  Main  $t. 

KANSAS  CITY,  HO. 

5717  TraMt  An. 

LOS  ANGELES.  CALIF. 
1311  RlnrsMe  Or. 
MEMPHIS,  TENN. 

325  W.  Trin  An. 

MIAMI.  FLA. 

1385  N.  W.  27tfc  An. 
NEW  ORLEANS  12,  U. 
1201  S.  CarralltM  An. 
NEW  YORK 
346  Sanrise  Hwy. 

Raekvilte  Center,  L.  t. 

N.  LITTLE  ROCK,  ARK. 
722  W.  Third  St. 
ORLANDO.  FLA. 

1331  W.  Chireli  St. 

SAN  ANTONIO.  TEX. 

702  $.  Flares 
SAN  JUAN.  P.  R. 

Apartada  3252 
SHREVEPORT,  LA. 

3914  Seithern  An. 

ST.  PETERSBURG  5.  FLA. 
Ill  -  6th  St.  Saath 
TAMPA.  FLA. 

1011  Meniarial  Hwy. 
WASHINGTON.  D.  C. 

1625  I  Street 

WEST  PALM  BEACH.  FLA. 

411 ' 24th  St 


“  The  world’s  finest  glass 
louver  windows  in  extruded  alumi¬ 
num  frames.  Instantly  adjusted  to 
any  degree  of  opening  with  exclus¬ 
ive  “Loc-tite”  operator.  Thorough 
weatherstripping  and  removable 
aluminum  screen  are  but  a  few  of 
the  many  superior  features  of  this 
product. 


—  Glass  or  redwood  louvers  in 
very  best  quality  all  heart  redwood 
or  brown  ebony  frames,  —  half  or 
full  panels.  MAKE  THE  MOST 
OF  YOUR  DOORWAY  -  get  a 
CLEARVIEW. 


i  _  Aluminum  lou¬ 

vers  on  your  porch  or  breezeway 
will  convert  it  into  a  more  usable 
and  comfortable  area,  besides  keep¬ 
ing  bad  weather  out.  Privacy  on  a 
busy  street  can  truly  be  yours  with 
aluminum  louvers  —  adjusted  from 
inside  for  any  ventilation  desired. 


Call  one  of  the  Clearview  branches 
listed  herein  for  full  details  on  these 
products  .  .  .  the  finest  quality  in 
the  world  —  bar  none! 


Dallas  1,  Texas  Ft.  Lauderdale.  Fla.  Miami,  Fla. 

2625  Elm  Street  33 1 8  S.  W.  2nd  Avenue  2525  N.  W.  72nd  Street 


acloriei 


j  CT  □  [j  n 
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BUILDING  SPECIALTIES 


Looking  for  Additional  Products 


Fill  in — Tear  <>tf — tiiid  Mail 


June,  1952 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  facts  on  the  items  checked 

1.  Aluminum  Combination  Doors 

2.  Aluminum  Combination  Windows 

3.  Alum.  Outside  Casement  Storm  Sash 

4.  Alum.  Porch  Enclosures 

5.  Steel  Combination  Windows 

6.  Wood  Combination  Windows,  Doors 

7.  Stainless  Steel  Combination  Windows 

8.  Aluminum  Casement  Storm  Sash 

9.  Shower  Doors  &  Tub  Enclosures 

10.  Asbestos  Siding  Refinishers 

1 1.  Aluminum  Railings 

~  12.  Aluminum,  Steel  Casement  Screens 
13.  Plastic  or  Metal  Wall  Tile 
^  14.  Redwood  Millwork  or  Lumber 
^  15.  Asbestos  Siding 
~  16.  Overhead  Garage  Doors 

17.  Asphalt  Shingles 

18.  Metal  Awnings  &  Canopies 

19.  Stainless  Steel  Comb.  Doors 
~  20.  Aluminum  Door  Grilles 

□  21.  Steel  Primary  Windows 
~  22.  Caulking  &  Glazing  Compounds 

23.  Plastic  Weatherstripping  for  Metal 
Casements 

i”’  24.  Storm  Window  &  Door  Hardware 
Q  25.  Ornamental  Iron 

26.  Sprayed  Sidewall  Resurfacers 

27.  Metal  Mouldings,  Weatherstripping 

28.  Sliding  Closet  Doors 

29.  Class  Jalousies 

30.  Artificial  Stone  Siding 

31.  Plastic  Splines  and  Glazing  Channels 

32.  Home  Fire  Alarms 


Other  Items . 

Send  me  Building  Specialties,  12  months, 

S3.00  n 


Interested  In 
More  Sales 


Need  A  Companion 
Item  To  Round  Out 
Your  Present  Line 


& 


Check  the  boxes  opposite  products  or 
services  about  which  you  want  information. 
Fill  out  the  coupon.  You  will  receive  FREE 
the  latest  BOOKLETS,  catalogues,  informa¬ 
tion  and  details  from  the  manufacturers. 
Do  it  NOW  while  you  are  going  over  the 
list,  and  send  to  Building  Specialties,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


Add  ress 


June,  1952 
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STEEL 


VjoUd'ing 

source 


lYioving 

lUoble  * 

jarlood 


one 
iitients. 


STEEL  LINTELS 


INDUSTRIAL 

STEEL 

WINDOWS 


Sleelcraft  formed  steel  lin¬ 
tels  are  tTailable  in  a  wide 
range  of  stock  sizes  for  any 
window  or  door  opening. 
Continuous  ribs  strengthen 
the  heavy  gauge  steel. 

V  BO.NUEKIZED  / 


STEEL  DOOR  FRAME 


One-piece  welded  construction 
.  .  .  won't  crack,  shrink,  swell 
or  warp.  Reinforced  mitred 
corners  won’t  open.  Hinges 
siwt  welded  to  frame;  adjust- 
aole  brass  strike  plate  furn¬ 
ished.  BONUERIZED 


Steeleiafi  pivoted  and  com¬ 
mercial  projected  windows 
ire  engineered  for  perma¬ 
nent  easy  operation  of  the 
vented  section.  They  can¬ 
not  stick,  warp  or  shrink 
and  are  BONOERIZED  for 
protection. 


STEEL  SLIDING  DOORS 


Emx  screw-driTer  installation 
in  just  15  minutes.  Adda  more 
useable  space  inside  and  out' 
side  the  closet.  Packed  in 
individual  carton  com*  . 

plcte  with  eiocesaary  ^ 

hardware  and  in-  ^ 

structiont.  - 

BONDERIZED  X  F 


Steelcraft  liltdn  type 
steel  basement  win* 
dows  are  made  of  hot 
rolled  sections,  which 
provide  double  weath' 
ering  contact  through* 
out.  Armless  ventila* 
tors  provide  trouble* 
free  operation  and  are 
easily  removed.  Posi* 
live  handle  locks  sash 
light  against  frame. 

BONDERIZED 


BASEMENT 
SASH  FORM 


CASEMENT 

WINDOWS 


^  Easy  to  operate  .  .  .  easy  to  clean. 
They  are  permanent,  weather-tight 
and  provide  maximum  light  and 
ventilation.  Available  in  all  popular 
sizes.  Picture  windows,  frames  and 
combinations  are  standard  items. 
BONDERIZED 


Elasy  to  use.  Save  time. 
Eliminate  wood  form  carpen¬ 
try,  assures  correct  place¬ 
ment  in  walls  and  provides 
attractive  finished  bevel  per* 
imetcr.  BONDERIZED 


All  over  the  country  dealers  are  iiiakinjr  bijiper  profits 
selliiij’  Steelrrafl  metal  luiildinu  prodiirts.  'I'liev  are  in 
lii;'  demand  the  vear  'round  and  ^-oine  are  packaged  for 
quick,  over-tlie-ronnter  sales. 

TO  IIKI.I’  \Ol,  .SKI.I,.  .Steelcraft  jirovides  these 
tested  sellinf:  aids:  Cataio<:s,  Di.splay  Samples.  Mailing 
Pieces,  and  Newspa[»er  Mats. 

Leads  developed  through  national  advertising  are 
turned  over  to  dealers  to  follow  up.  .Steelcraft  {>r<Mlnets 
are  coiisistentlv  advertised  in 

American  (tiiilder  Magazine  of  Itiiilding 

.\reliiteetiiral  Kecord  N  All  It  Oirrelator 

Itiiilding  S|>eeialties  I’ruelieal  Itnilder 

Home  Maiiilenaiiee  and  Progressive 

Iiiiproveiiieiit  Architecture 


Dealersliips  still  open  in  some  areas.  If  yon  are  inter¬ 
ested  ill  fast  turnover  and  larger  profits,  get  the  facts 
ahont  the  Steelcraft  Dealer  Plan.  Write  today  I 


Mail  This  Coupon  Today! 


The  Steelcraft  Manufacturing  Co.g  Dept.  BS-6S2 
9017  Blue  A>h  Rd.g  Rossmoyne,  Ohio 

PU‘a>e  send  me  eoiii[>lete  information  fin  the  Sleeleraft 
Deah'r  IMaii. 


Nome _ 

Company _ 


Titl« 


Address _ 


BUILDING  SPECIALTIES 


Mr.  Manufacturer: 

Let’s  Talk  Business! 


.  .  .  And  it’s  your  business  we  want  to  talk  about. 
Double  track  and  triple  track  .  .  .  double-hung  and 
casement  window — It  it’s  an  aluminum  combination 
storm  window,  door,  awning  or  jalousie  you  manu¬ 
facture  .  .  .  NX'i:  WANT  TO  RKPRHSl-NT  YOU! 

W'e  otter  you  years  of  experience  in  the  aluminum 
Storm  W’indow  and  Door  Industry  .  .  .  experience 
with  a  proven  success  record  in  every  phase  of  the 
held  .  .  .  offering  you  the  services  of  a  recognized  top 
flight  account  opening  specialists  with  a  reputation 
for  opening  them  and  keeping  them  open!  Yes, 
we  are  offering  you  a  Manufacturer’s  Representa¬ 
tive  who’ll  make  your  business  his  .  .  .  and  BOTH 
better  than  ever! 

Right  now  we’re  seeking  additional  lines  for  the 
ball  season.  If  your  product  is  sold  to  retailer  dealers 
in  the  Storm  'X’indow  held,  we’re  interested.  Vi'e 
cover  eastern  territories  .  .  .  within  a  25  0  mile  radius 
t)f  New  York.  NX'e  only  handle  non-conflicting  lines 
.  .  .  on  an  exclusive  basis  (county,  state  or  entire  250 
miles)  .  .  .  and  we  work  solely  on  a  commission  basis. 

Mr.  Manufacturer,  you  risk  nothing  ...  If  you’re 
looking  for  new  markets  ...  or  if  you’ve  got  a  prod¬ 
uct  that  isn’t  getting  the  push  you  know  it  needs 
.  .  .  contact  us  now.  All  contacts  and  arrangements 
with  manufacturers  will  be  made  and  completed  in 
August  ...  in  time  to  get  set  for  ball  season.  WTite 
todav.  All  replies  kept  strictly  conhdential. 


B.  GALKIN  &  CO. 

MANUFACTURERS  REPRESENTATIVES 
55  WEST  42  STREET 
NEW  YORK,  N.  Y. 


HEAR 
NO 
EVIL 

\  SPEAK 
NO 
EVIL 


The  wise  phi¬ 
losopher  who  penned 
these  famous  words 
wasn’t  writiiiK  about  can¬ 
cer.  For  cancer  strikes 
most  viciously  at  those 
who  close  their  eyes,  ears, 
mouths-and  minds. 

We  must  see  the 
facts  in  order  to  combat 
cancer.  We  must  listen  to 
the  facts  in  order  to  learn 
cancer’s  danper  signals. 

.4nd  we  must  speak  the 
facts  in  order  to  help  edu¬ 
cate  and  protect  our 
neighbors  from  this 
mortal  enemy  of  man. 

Wi  t  h  all  our 

sen.ses  — and  our  hearts  — 
we  must  heed  humanity’s 
needs,  and  contribute  to 
the  .American  Cancer 
Society’s  program  of  Re¬ 
search,  Education  and 
Service  . .  .  your  crusade 
against  cancer. 

GIVE  TO 
CONQUER  CANCER  \ 


AMERICAN 

CANCER 

SOCIETY 


AlumiSor 


The  Door  To  Comfort,  Economy 


PHONE 

YOUNGSTOWN,  OHIO 


ALUMIDOR  MFG. 


COMPANY,  STRUTHERS,  OHIO 


Yes.  sales  on  Alumidor  are  still  growing  every 
day  by  leaps  and  bounds  —  because  if  has  a 
great  appeal  to  homeowners  plus  rugged  dura¬ 
bility.  beauty  and  balance 


All  o(  Alumidor's  selling  features  are  too 
numerous  to  mention  here,  but  Alumidor  is 
outstanding  because  it  is  the  only  door  with 
graceful  fluted  side  and  head  rails  on  the 
outside  and  is  satin  smooth  on  the  inside.  They 
can  be  sold  with  either  butt-end  or  mitered 
corners 


A  few  K.  D.  distributorships  are  still  avail¬ 
able.  Present  Alumidor  Distributors  have 


Successful,  prosperous  salesmen  say,  “this  is 
the  door  that  leads  to  profit",  but  to  get  the 
whole  story,  drop  us  a  line  today. 


sufficient  inventories  to  supply  dealers. 


1  1  ■ 

vm 

nf 

B 

i>ji< 

YOUR  DOORWAY 
TO  BIGGER  SALES 


The  ALL-Aluminum  Combina¬ 
tion  Screen  and  Storm  Door 
that  has  ALL  America  talking! 

•  IMMEDIATE  DELIVERY 

•  OUTSIDE  FRAME  1 "  THICK 

•  ALUMINUM  DOOR  JAMB 

•  GLASS  SET  IN  RUBBER 

•  TWO  OR  THREE  LITE  DESIGN 

GriM  AH  products  dependent  on 

optional  Qvoiiability  of  aluminum 


CLASSIFIED  ADS  BRING  RESULTS! 

Need  a  sales  manager  or  salesman?  Want  installation  contractors?  Looking  for 
a  position  in  the  field?  Have  a  business  to  sell?  For  any  of  o  dozen  needs,  place 
your  classified  ad  in  BUILDING  SPECIALTIES!  If  really  brings  results! 

Low  rates  are  as  follows: 

25c  per  word  with  a  minimum  charge  of  $5. 

3  months  at  20c  per  word,  per  insertion. 

Send  Your  Ad  with  Check  or  Money  Order  to 
CLASSIFIED  DEPARTMENT 

BUILDING  SPECIALTIES 

425  Fourth  Avenue  New  York  16,  N.  Y. 


B  &  G  SALES  COMPANY 

6905  Susquehanna  St.,  Pittsburgh  8,  Pa 
Gcnticmcn; 

Please  send  me  illustrated  litcroture  on  your 
"Storm  Wizard"  ALL-Aluminum  Combination 
Storm  Door. 

Name  . 

Address  . 


City  .  Zone  .  .  Stotc  . 

Distributor  Q  Deoler  □ 


REDWOOD  COMBINATION 
STORM  WINDOWS 


y 


June,  1952 


ivith  anything 


Your  best  prospects  for  soles  today  ore 
satisfied  customers.  Be  sure  —  investigate 
and  compare  all  windows.  However  this 
is  a  fact  —  the  jalousie  type  window 
has  proven  to  be  the  most  versatile  and 
functional  yet  designed.  But  they  are 
not  all  constructed  the  same.  PRO-TECT-U 
is  the  Pioneer  in  the  jalousie  industry. 

4'hvrk  thfHf  WvaturfH.m. 

•  Wide  4"  louvers  that  open  to 
100%  air  flow. 

•  Easy  operation  to  any  height  through 
balanced  louvers. 

•  Ventilation  even  when  it's  raining. 

•  Weatherproofed  through 
patented  design. 

•  Simple  locking  in  any  position. 
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BUILDING  SPECIALTIES 


KOLAGLASS  is  the  easi<“st  to  sell  inside  storm  sash  on  the  market 
t  >day.  You  will  have  many  satisfied  custouit'-s  and  extra  sates  profits 
for  you  when  you  sell,  the  new  improved  Rolaglass  inside  storm  sash. 
Hola^lass  is  simple  to  operate  .  .  .  easy  to  install  .  .  .  glides  smoothly 
on  rollers  .  .  .  controls  room  conden.sation  .  .  .  keeps  the  heat  in  and 
the  cold  out. 


,OJ[./kaZJ^SS  EQUIPMENT 


NEW  IMPROVED  INTERLOCKING 
FEATURE  KEEPS  WARMTH  IN  .  .  . 
COLD  OUT! 


COMPANY,  INC. 

1931  CARNICII  AVI.  •  ClIVILAND  A,  OHIO 


^4*  ar4’  fcuaratilr*‘iiif{  prwmpl  4leii*  crM-k  in 
«if  *horlaicr*>.  ronlr«*l*.  mdrirtiona, 
atilt  oth«*r  manufariuriiis  problemn.  Wa 
«arriftr(*  qualily  or  «mirr.  You  grl 
thr  h('«t  uitli  Kolatcla^'^* 


Your  Hands  Are 
All  You  Need  .  .  . 


First  Step 

to  better  Storm  Window  Profits! 


ALUMINUM 

WINDOW 


Now  Ready  For  Immediate  Delivery! 

Yes  .  .  .  your  hands  ore  all  you  need  to  assemble  this 

W  I  N  S  U  L  I  T  E  wonder!  This  A-6 

"Weatherite"  is  engineered  to  the  Or\ 

highest  standards  known!  Constructed  ^  m 

of  63  ST  Extruded  Aluminum.  Con-  0  ^ 

trolled  ventilation!  Self-storing!  As 

low  as 


Get  a  protected  territory  now, 
handling  the  best  precision 
manufactured  knocked  down 
Aluminum  Storm  Window  and 
Screen  backed  by  28  years  of 
manufacturing  "know-how”. 

Never  before  has  so  much  been 

offered  for  so  little!  '  "  '  ■ 

Don't  Delay!  Write,  Wire,  or  Phone  for  Full  Particulars  NOW! 
Winsulite  Manufacturing  Co.  •  721  N.  Central  Ave.  •  Balto  2,  Md. 


Visit  With 
Us  As  Our 
Guest! 


June,  1952 
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Exclusive  C-THRU  Features: 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  .  .  .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  .  . .  see  how  YOU 


can  cash  in  on  this  sure-fire  sales  item! 


LIGHT  VENTILATION 


Available  in  30  standard  sizes 
and  7  color  combinations. 

JOBBERS:  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  for  location  of  your  nearest  jobber. 


C-THRU'S  patenttd  curvtd  C-THRU'S  •ngin««r*d  louvers 

louvors  break  up  harsh.  eut>  keep  the  sun  awoy  from 

side  light  which  enters  your  your  windows,  ond  ollows 

room  soft,  glareless  and  dif-  complete  oir  circulation.  No 

fused.  No  more  dreary  dead  oir  pockets  meons  tern- 

rooms  with  this  exclusive  peratures  lowered  os  much 

feoture.  os  17  degrees. 


C-THRU  ALUMINUM  AWNING  CO.  •  424  W.  11th  ST.  •  LOS  ANGELES  15,  CALIF. 
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BUILDING  SPECIALTIES 


by  using  ARROW 


PRE-COLORED 


ALI-AIUMINUM 
Outside  Casement 
STORM  WINDOW 

Only  CORBEN  can  offer  such 
a  completely  satisfactory 
line  of  Casement  Storm  Win¬ 
dows.  Priced  right  .  .  . 
skillfully  designed  and  con 
structed  .  .  .  here  is  the 
sure  seller  you've  been  wait 
ing  for! 


if  EASY  TO  OPERATE  ir  COMPLETE  STOCK 
ON  HAND 

ir  NO  SERVia 

CALLS  ^  laaMrmATK 


if  ECONOMY  PRICE 
if  EASY  TO  SaL 


if  IMMEDIATE 
DELIVERY 

if  PHONE:  ST  2-5800 


if  WRITE  OR  WIRE -NOW! 


RE  II  CORSON 

“fXz  north  8TH  street 

PHIIAOEIPHIA  93. 


ALUMINUM 
or  STEEL  COIL 


•  How  much  could  you  save 
by  eliminatitiR  your  finishing 
department?  Why  not  have 
Arrow  furnish  you  with 
Pre-colored  coils 
ready  for  roll  forming  or 
stamping!  In  fact  why  not  have 
Arrow  also  do  the  forming! 

Arrows’s  process  of  continuous 
strip  alodizing  and  color-coating  I 
has  caused  a  sensation  in  the 
field  of  light  metals  fabrication. 

Many  industries  are  now  using 
Arrow’s  Pre-colored  I 

coil  with  outstanding  success.  JM  ■ 

Arrow’s  baked-on  enamel  finish  jW  I 

in  all  colors  on  steel  and  iv  I 

aluminum  coils  is  corrosion  and  W  I 
scratch-resistant.  It  combines  fA  j 

hardness  with  flexibility.  n 

Why  not  investigate  Arrow 
Services!  We  are  prepared  jjj 

to  handle  an  order  of  any  size—  nM 
large  or  small.  Our  engineers 
will  be  glad  to  analyze  your  Wa 

problems  without  obligation.  jg 

Our  services  include: 

Continuous  Color  Coating 
Alodizing  •  Slitting 
Roll  Forming 


E  ’7l  1 

i\'A  1 


PHONE:  STevenson  2-5800 


METAL  PRODUCTS  CORP. 

I  HASKELL,  N.J. 

Pompton  Lukas  7-1820 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone:  Dlgby  9-3i70 


A  New,  Longer  Lasting 
Surface,  Pressure-Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 

Protective  Coatings  is  Carbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  ancf  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  profit 

for  you  .  .  more  satisfaction  for  your  customer. 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 


The  CARBO-TEX  formula  ii  the  result 
of  yeors  of  research  and  experiment.  It 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  and 
asbestos.  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  adds  to  the  resili¬ 
ency  ond  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coat 
of  CARBO-TEX  is  equal  in  thickness  to 
about  10  COATS  of  ordinary  paint. 

.  .  .  It  adheres  to  the  wall  surfaces  to 
which  it  is  applied,  and  will  not  powder 


Carbozite  Protective  Coatings,  Inc. 
101  Cedar  St.,  New  York  6,  N. 

Please  send  informotion  regarding  ^ 
franchises  and  available  territories.  ^ 


SOLD  WITH  10-YEAR 
FACTORY  REPLACEMENT 
GUARANTEE 


NAME. 


ADDRESS. 
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GREGG 


Self-  Ventilating* 

COMBINATION 
REDWOOD  DOOR 

This  beauty  is  different!  So  difFerent  that  we‘ve 
applied  for  patents  on  several  of  its  unique 
features.  The  rare  and  distinctive  richness  of 
genuine  California  Redwood  is  fully  utilized  in 
strength  and  styling  to  make  a  Combination 
Door  of  elegance  beyond  compare!  As  a  Door, 
it  enhances  the  entrance-way  while  giving  year- 
round  protection  .  .  .  butted  together,  all-year 
porch  enclosures  are  simple  to  construct  without 
carpentry!  That's  what  keeps  the  cash  register 
ringing  .  .  .  and  a  profitable  business  growing! 


GREGG 

ENGINEERING 
COMPANY,  INC. 


•  Frame  is  S/4  clear  hardwood, 
mortise  and  tennon  jointed.  Built 
into  opening  are  .  .  . 

•  Glass  t  Screen  insert  backed  by 
a  larger  sliding  glass  panel. 

•  Picture  frame  moulding  built  up 
a  center  thickness  of  2". 

•  Wood  life  treated,  finished  with 
PAR  for  lasting  satin  finish,  hand- 
rubbed  and  waxed. 

•  Delivered  ready  to  install. 

•  Fully  equipped  with  brass  and 
brass  plate  hardware. 

•  Perfect  for  use  as  PRIMARY 
DOOR  as  well  as  Combination 
and  porch  enclosure. 


•  flATHER-GLIDE  WEATHER  PANEL  ADJUSTS  UP  OR  DOWN  AT  THE  TOUCH  OF  A  FINGER! 
Manu/aciureri  of  Famous  Greggwood  Combination  Windows  &  Doors 

478  BELMONT  AVENUE  HAUDON,  N.  J.  MUIBERRV  4-1560 


fosfern  Division  "V-Soai"  Corporation 


for  avery  caulking  lob 


non-hardening— 
non-staining— 
adheres  to  any  surface 

Writo  for  tho  namo  ot 
your  noorost  distribvtor 


CALBAR  PAINT  A  VARNISH  CO, 

MonufocturRrt  of  T«chnicol  ProdMCts  ^ 

2612-26  N.  Martha  St.,  Phila.  25,  Pa. 


CUSTOM  METAL  ROLLING 

and 

HARDWARE  FOR  THE  WINDOW  INDUSTRY 

Glass  Channels 
U  Channels  &  Slides 
Screen  Frames 
Weatherstrips 
Headers  &  Enclosures 
Hardware 

Shades  to  your  Blue  Prints 

Prompt  Attention  To  All  Requests 

PRICES  AND  SERVICE  A  PRIME  FACTOR 


Distributors  wanted  on  all  metal 
combination  windows  to  work  from 
lineal  feet.  Small  investment. 


AL(0  WINDOW  INDUSTRIES 


2134  N  Harlem  Ave.,  Chicago  35,  III. 

Tuxedo  9-3252  —  Phones  —  Gladstone  3  8060 


JRSCO  Aluminum  Products  Corporation 


100%  Extruded  Aluminum ....  3  channel 
COMBINATION  SCREEN  and  STORM  WINDOWS 


'aiiiii*'  H-ithout  reiiiov 


'I'lirce  t'liuiiiieU  witli  interlocking  ^lu$is  panels  for 
/jo.si/ire  weatlierslrippiii};. 

Locking  rails  discouraffr  tampering  or  Inirglar  entry. 

\\  iinlow  sto|)s  that  are  secure  not  held  hy  springs. 
Instantly  released  hy  t<nich  control. 

(ila.ss  in  frames  easily  replaceable  liy  anyone  in  case 
of  accidental  breakage. 


Leave  it  to  JASCO  to  think  of  the  "little 
womonV'  convenience.  No  more  juggling 
.  .  .  or  donger  of  broken  glosii  JASCO't 
"swivel'QCtion"  vrindows  ore  cleaned  with¬ 
out  removing  the  gloss.  Windows  slide  down 
to  the  bottom  and  ore  held  In  place  while 
being  cleaned  on  the  "outside."  Quickly 
sets  in  place. 


Pt 
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THE  HOTTEST  SELLING  ITEM  YOU  CAN  CARRY! 


fWMW  air-control  LOUVRED  WINDOWS 


Yes  .  .  .  Mr.  Dealer,  look  no  further  for  those  hard 
to  find  sales,  Sun-Sosh  practically  sells  itself!  Built  to 
lost  and  outselling  all  others  —  Sun-Sash  actually  costs 
less  than  ordinary  windows.  Why  not  cash  in  on  good 
profits  with  Sun-Sash  louvred  window  hardware  —  the 
hottest  selling  item  you  con  carry! 

Sun-Sash  can  be  used  throughout  the  home  .  .  . 
factory  ...  or  office.  It's  perfect  for  porch  enclosures 
and  breezeways.  So  easy  to  install  —  so  simple  to  use! 
Sun-Sosh  is  sold  only  through  authorized  dealers  and 
at  nationally  advertised  prices. 

OUTSTANDING  SUN-SASH  FEATURES: 

•  Automatically  locked  when  closed 

•  Neat,  safe,  fingertip  control 

•  Fits  any  size  openings 

•  Screens  or  storm  sash  can  be  fitted  to  the 
openings 

•  1 00%  ventilation  —  without  drafts 

WRITE  FOR  FULL  DETAILS  AND  PRICES.  NOW! 

i 

SUN-SASH  COMPANY 
38  Pork  Row  Dept.  2 
New  York  38,  N.  Y. 

Nome  . 

Address . 

City . Sfote. 


SUN-SASH  COMPANY 

38  PARK  ROW  NEW  YORK  38,  N.  Y. 


No  more  sticky 
dews  to  struggle  ' 


INSIDE  CLEANING 

Outside  surfaces  ore 
eosily  cleaned  from 
the  inside. 


BURGLAR  RESISTANT 

No  one  con  climb  in 
even  when  windows 
ore  fully  opened. 


PROTECTION 

Small  openings  pre¬ 
vent  children  from 
foiling  out. 


June,  1952 


31 


IpniLPEM© 


A  monthly  magazine  lot  dealers  who  s^  and 
install  commercial  and  home  improvements 


A  monthly  magazine  lot  dealers  who  s^  and 
install  commercial  and  home  improvements 

VOL  4  JUNE,  1952  NO.  12 


CONTENTS 

On  the  House .  31 

Ample  Aluminum  Seen  for  Fourth  (Quarter  .  33 

Index  To  Artkles  —  July  1951  to  June  1932  .  34 

Shinttle  Type  Insulatinf;  Siding  Sales  Zoom  .  37 

For  Year  Round  Profits  Sell  Ornamental  Iron  .  38 

Conn.  Dealer  I'ses  Personal  l,etters  To  Smimth  Way  For  Salesmen .  40 

Phony  Window  Companies  Endanger  Business  of  Legitimate  Storm  Sash 

Dealers  .  41 

Porch  Enclosures:  How  To  Sell  and  Construct  Them  .  42 

Plastic  (iasket  Improves  Casement  Installations  .  44 

Over  10,000  Customers  In  Five  Years!  .  45 

B.  S.  Reporter  .  46 

New  Products  —  Ideas  —  Methods .  50 

Hints  To  Salesmen  .  52 


A  HOFFMAN  PUBLICATION 


rjlHERE  i8  every  indiratiiin  that 
the  (kivernment  will  80on  lift 
the  present  eredit  curliH  on  new  I 
housing  and  thiH,  of  citurne,  nieann 
metre  euHtomer^  for  building  npe- 
eialty  dealers.  Hetwever  pleasing  the 
prospect  of  increasing  new  con* 
struciion  business  may  he,  the  fact 
is  that  the  greatest  part  of  the  av¬ 
erage  dealer's  business  is  in  the 
improvement  of  older  residences. 

Largely  because  two  out  of  every 
three  of  our  46  million  homes  are 
at  least  20  years  old,  residential 
remodeling  will  play  a  major  role 
in  home  activity  during  1952,  ac¬ 
cording  to  Tom  McDonald,  vice 
president  of  the  Min.ieapolis-Hon- 
eywell  Regulator  Company,  of  Min¬ 
neapolis. 

“Any  study  of  the  pattern  of 
housing  activity  during  the  la.st  few 
years  will  show  the  tremendous 
activity  on  the  part  of  homeowners 
in  maintaining  and  improving  their 
existing  homes,”  Mr.  McDonald  | 
.said.  “On  a  national  average  this  | 
work  has  amounted  to  about  a  bil¬ 
lion  dollars  a  year. 

••The  l,(H)0,(MM)  homes  pul  up  in 

(Continued  on  Pn(je  52) 

Cover  Picture  of  the  Month 

This  month's  cover  picture  shows  one  oi  the 
picture  windows  Hanked  by  glass  iaiousies  on 
the  beoutiiul  home  oi  Mr.  Charles  Silvers  in 
Miami  Beach.  Florida. 

While  the  close  up 
photo  shows  only  two 
glass  jalousies,  there 
ore  actually  66  on 
this  house — an  amaz¬ 
ingly  large  number. 

The  huge  installation 
job  was  done  by  the 
Agency  Equipment 
Co.  located  at  859  N. 

E.  79th  Street,  Miami. 

Florida,  jalousie  deal¬ 
ers  oi  the  Adams  En¬ 
gineering  Co.,  Opa 
Locka.  Fla.,  manufac¬ 
turers  oi  glass  jalousies.  In  other  parts  oi  the 
house,  particularly  the  porch  enclosure  (not 
shown),  five  and  six-louver  jalousies  ore  ar¬ 
ranged  side  by  side  above  wide  picture  win¬ 
dows. 
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•  You  can  increase  your  sales  volume  the  year  round  with 
Heather  Stone.  You’ll  sell  luxurious  looking  stone  dwellings 
...distinctively  beautiful  stone  interiors... unusual  effects  in 
home,  business  and  industrial  improvements.  Heather  Stone 
is  real  cast  stone . . .  new',  different,  sensational. 

Low  cost,  high  profit  installation— applies  like  tile  on  any  even 
surface,  including  shingling,  weatherboard,  brick,  stucco, 
cinder— or  concrete  block. 

Service  free  — Heather  Stone  is  permanent  —  no  call  backs  to 
consume  profits. 

Sells  all  year  round.  Heather  Stone  provides  true  insulation 
for  cool  summers,  protected  w’inters.  No  other  insulation 
required. 

HEATHER  STOHE 

J.  E.  ROWLAND  «  CO. 

4122  KENSINGTON  AVE.,  PHILADELPHIA,  PA.  DELAWARE  6-1400 


J.  E.  ROWLAND  «  CO. 

4122  Kensington  Ave.,  Philodelphio.  Pa. 
Gentlemen;  Pleote  send  me  the  complete 
story  on  HEATHER  STONE. 

Nome - — 

firm - 

Address - 

City _ Zone _ State _ 


June,  1952 
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Ample  Aluminum  Seen 
For  Fourth  Quarter 

Statements  by  Alcoa  and  Reynolds  officials 
indicate  prime  producers  believe  that 
normal  metal  supplies  are  in  sight 


AMPLFJ  aluminum  supplies  to 
take  care  of  all  defense  needs 
and  virtually  all  civilian  re(|uire- 
ments  by  the  fourth  (luarter  were 
forecast  by  Government  and  indus¬ 
try  executives. 

The.se  predictions  made  at  the 
dedication  of  the  Reynolds  Metals 
Co’s  $80  million  San  Patricio  plant 
in  Corpus  Christi,  Tex.,  carried  the 
implication  that  it  will  be  possible 
to  jettison  controls  by  the  fourth 
(piarter — unless  there  are  unfore- 
•seen  developments  such  as  .strikes 
or  new  international  disturbances. 

The  new  Reynolds  plant  will  add 
160  million  pounds  of  aluminum 
production  to  the  nation’s  alumi¬ 
num  capacity.  It  is  part  of  the  same 
850  million  pounds  of  expansion 
scheduled  to  be  completed  this  year 
by  the  entire  aluminum  indu.stry. 


StroiiK  a.ssurance  that  there  will 
be  enough  aluminum  to  supply 
emergency  and  civilian  needs  for 
the  fore.seeable  future  was  voiced 
by  Jess  Larson,  General  Services 
Admini.strator  and  Chief  of  the  I)e- 
fen.se  Materials  Procurement  Ad- 
mini.stration. 

The  .same  optimism  was  ex¬ 
pressed  by  R.  S.  Reynolds,  Jr.,  pres¬ 
ident  of  the  Reynolds  Metals  Co. 
Reynolds  predicted  that  civilian 
u.sers  would  get  allotments  e<iuiva- 
lent  to  100  per  cent  of  their  ba.se 
period  use,  by  the  fourth  quarter  at 
lea.st.  And  he  fore.saw  decontrol  of 
specific  products,  if  complete  de¬ 
control  was  not  put  through. 

In  an  indirect  allusion  to  the  re¬ 
cent  Canadian  offer  of  aluminum, 
Mr.  Lar.son  .said  that  the  dome.stic 
aluminum  industry  has  committed 


it.self  to  reserve  a  substantial  part 
of  the  new  capacity  for  independ¬ 
ent  fabricators  without  asking  for 
any  guarantees. 

“All  U.  S.  producers  have  agreed 
that  two-thirds  of  their  663,000 
tons  of  new  capacity,  or  442,000 
tons  a  year  must  be  made  available 
for  five  years  to  the  independent 
fabricators  in  pig  form  in  the  event 
the  Government  does  not  require 
it.” 

In  addition,  the  domestic  indu.s¬ 
try  thereafter  has  agreed  to  reserve 
at  lea.st  25  per  cent  of  the  new 
capacity  for  independent  fabrica¬ 
tors  for  a  period  of  15  years,  Mr. 
Larson  pointed  out. 

“Thus  for  the  next  twenty  years, 
the  independent  fabricators  are 
rea.sonably  assuretl  of  more  pri- 
(Contmued  on  Page  54) 
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INDEX  TO  ARTICLES 

Appearing  in  Building  Specialties 

July  19S1  to  June  1952 

Articles  are  grouped  according  to  products  or  subject  matter. 

Those  which  do  not  appear  in  these  classifications  will  be 
found  under  "Miscellaneous." 


Article  Month  Yr. 

ADVERTISING  4  PUBLICITY 

Are  You  TaKitjg  Advantage  ol  Your  Coop  Advertising?.  .  .Aug.  '51 
How  To  Ii;  lease  Sales  With  Playing  Cards  4  Direct  Mail.  .Nov.  '51 


Give-Away  Novelties  Ojoen  Doors  For  Your  Salesmen. ..  .De^.  '51 

Advertising  On  A  Shoestring . Jun.  '52 

COMBINATION  WINDOWS  4  DOORS 

Combination  Window  Hardware . Aug.  '51 

Swollen  Inventories  cl  Aluminum  Windows  Can  Be 

Reduced  .  Sep.  '51 

Sell  A  Quality  Redwood  Storm  Door . Oct.  '51 

Plastic  Combinations  &  Storm  Sash  Make  Fust 

Appearance  . Nov.  '51 

Casement  Storm  Sash  &  Screens . Dec.  '51 

Horizontal  Sliding  Sicrm  Sash  &  Scieens  For  Cas<?ments.  ..Jan.  '52 

Sell  Outside  Casement  Storm  &jsh . Feb.  '52 

Poich  Enclosures  V/ill  In>rrease  Your  Window  Sales . Jun.  '52 

DEALER  BUSINESS  BIOGRAPHIES 

100  Leads  A  W'eek  Keep  Penn.  Dealer  Busy . July  '51 

Indiana  Dealer  Finas  Consideration  For  Customer  Is 

Key  To  Profits  . Aug.  '51 

Sales  Training  Program  Boosts  N.  Y.  Dealer's  Business.  .  .Sep.  '51 
Delaware  Dealer  Cashes  In  On  New  Construction  Market.  .Oct.  '51 

Maryland  Dealer  Makes  50%  of  His  Sales  By  Phone . Nov.  '51 

Chicago  D<-aier's  Gross  Tops  SI  Million . Dec.  '51 

'Washington  Dealer  Finds  Television  Boosts  Sales . Jan.  '52 

Michigan  Dealer  Says  Good  S  rlesmen  Are  Main  Reason 

For  Success  . Feb.  '52 

Conn.  DiKaler  Us<‘S  Direct  Mail  To  Lucre rse  Business . Mch.  '52 

N.  J.  Dealer's  Civic  Interes's  Help  Incrcrase  Business . A[;r.  '52 

Detroit  Dealer's  "O. .  Fashioned'  Principles  Make 

Business  Bcom  . May  '52 

Over  10,000  Customers  In  Five  Years . Jun.  '52 

Direct  Mail  &  W  men  Telephone  Solicitors  Smooth  Way 

For  Cc-nn.  Dealer  s  Salesmen . Jun.  ':2 

FANS.  ATTIC  4  KITCHEN 

Attic  Fans  Are  A  Profitable  Summer  Line . Jul.  '5i 

Big  Profits  From  Little  Fans . Aug.  '51 

Attic  &  Kitchen  F  ins . May  '52 

INSULATION 

Why  Insulation  Oilers  You  Vast  Opportunities . Nov.  '51 

Mineral  Wool  Insulation . Jan.  '52 

JALOUSIES 

Sell  Jalousies  To  Increase  Sales  Volume . Aug.  '51 

Glass  Jalousies  Open  New  Markets  Fcr  Specialty  Dealers.  .Feb.  '52 

Sell  Glass  Jalousies  . Mch.  '52 

KITCHENS 

Choose  The  Right  Type  of  Dishwasher . Oct.  '51 

Wood  Kitchen  Cabinets  A  Prcfitai  le  Line  For  Dealers.  ..  Apr.  '52 
Careful  Kitchen  Planning  '*Vi!l  Increase  Sales . May  '52 

MANAGEMENT 

Modeniize  Your  Boc.kkeeping . Sep.  '51 

Are  Your  Inst-.rUation  Men  Helping  Your  Business? . Oct.  '5L 

Protect  Your  Busir.ess  Reputation  From  The  Sharpies . Jun.  '5.'; 

METAL  AWNINGS 

9  Basic  Rules  'lhat  'Will  Incitcse  Y  .ur  Awning  Sales,  .  .  .Fe'o.  '52 

Wide  Variety  of  Metal  Awnings  Available . Mch.  '52 

How  To  Sell  Metal  Awnings . Apr.  '52 

MISCELLANEOUS 

Roll-Up  Vertical  Blinds . Aug.  '51 

Sell  Accordion  Type  Foldi.-.g  Doors  For  Profits . Sep.  '51 


Article  Month  Yr. 

Make  Caulking  A  Separate  Business . Sep.  '51 

Overhead  Garage  Doors  &  Operators . Sep.  '51 

Outdoor  Fireplaces  . Oct.  '51 

Make  Combination  Door  Sales  Zoom  With  Metal  Grilles. .  .Nov.  '51 

Home  Fire  Alarms  . Dec.  '51 

Shower  Doors  Are  An  Ideal  "Extra"  Item . Apr.  '52 

Stxrce  Heaters  Help  Clinch  Porch  Enclosure  Sales .  Apr.  '52 

15  Million  Customers  Waiting  For  A  Salesman . May  '52 

Room  Air  Conditioners  . May  '52 

NEWS  EDITORIALS 

Where  Is  All  The  Aluminum  Going? . Jul.  '51 

Next  Boom  Will  Be  In  Remodeling . Aug.  '51 

NPA  Moves  To  Assure  Aluminum  For  Consumer  Durables . Sep.  '51 
Fourth  Quarter  Aluminum  Allotments  Slashed  By  NPA.  .  .  .Oid.  '51 
NPA  Adds  1  Million  Lbs.  To  Fourth  Quarter  Allotments.  .  .Nov.  '51 
Aluminum  Mfrs.  To  Get  Only  20%  of  Base  For  1st  Quarter.  Dec.  '51 

Aluminum  Shortage  May  Last  Through  1952 . Jan.  '52 

Combination  Window  Mtrs.  Assn.  Holds  Annual 

Meeting  In  N.  Y . Jan.  '52 

What  You  Need  To  Know  About  Price  Ceiling 

Regulations  . Feb.  '52 

NMAA  Holds  1st  Annual  Convention  In  New  Orleans.  .  .  .Feb.  '52 

N.  Y.  Nersica  Meeting  To  Be  Biggest  Ever  Held . Feb.  '52 

Nersica  Convention  Features  Many  Events . Mch.  '52 

Specialty  Industry  May  Get  More  Metal  . Mch.  '52 

Steady  Improvement  Seen  In  Aluminum  Situation . Apr.  '52 

Visitors  4  Exhibitors  At  Nersica  Convention . Apr.  '52 

Third  Quarter  Aluminum  Allotment  Raised  To  45% 

of  Base  . May  '52 

Ample  Aluminum  Seen  For  Fourth  Qu.rrter . Jun.  '52 

ORNAMENTAL  IRON 

Pre-Cut  Ornamental  Iren  . Mch.  '52 

Ornamental  Iron  A  Good  Year  .Round  Business . Jun.  '52 

SCREENS 

Casement  Storm  Sash  4  Screens . Dec.  '51 

Horizontal  Sliding  Storm  Sash  4  Screens . Jan.  '52 

Commercial  Screens  . Mch.  '52 

SELLING 

10  Do's  and  10  Don'ts  In  Specialtv  Seinrig . Jul.  '51 

Ho'w  To  Keep  Your  Salesmen  A.t"  A  Competition . Oct,  '51 

Sales  Volume  Depends  On  Cold  Canvassing . Dec.  '51 

It's  The  First  10  Words  Trial  Count  In  Selling . Jan.  '52 

Close  Trial  Sale  On  The  First  Call . Feb.  '52 

Don't  Call  Your  Price  An  Estimate . Mch.  '52 

Don't  Oversell  Your  Prospect . Apr.  '52 

Close  That  Sale  . May  '5.2 

SIDING 

Man  Made  Stone  Opens  Rich  Siding  Market . Jui.  '51 

Asbestos  Siding  Application,  Pt.  1 . .Nov.  '51 

Asliestos  Siding  Application,  Pt.  II . Dec.  '51 

Masonry  Resurfacing  . Dec.  '51 

Sell  Insulating  Siding  To  Both  New  and  Old  Ccnstructioi..  .Jar..  '52 

Sprayed  'Wall  Resurfacers . Feb.  '52 

Siding  Panels  Easily  Removed  4  Replaced . Apr.  '52 

Sell  Simulated  Stone  Siding .  May  '52 

Shingle  Type  Insulating  Siding  Popularity  Zoems . Jun.  '52 

WEATHERSTHIPPING  4  METAL  TRIM 

It's  Easier  With  Clamp-Down  Frames . Jul.  '51 

How  To  Install  Metal  Weatherstripping  On  D  H  Windov.  Ncv.  '51 
Vinyl  Stripping  Seals  Primary  Casements . 'un.  '52 


YOU  CAN  MAKE  MORE  MONEY  WITH 

JALOUSIES! 


THE  NKX^  JALOUSIES  ENBINEERED  FOR 
EASYr LOW-COST  INSTALLATION! 

Ludman's  superior  window  engineering  experience  and  "know-how"  has 
produced  in  WindoTife  Jalousies,  the  greatest  profit  maker  in  the  build¬ 
ing  specialties  field. 

WindoTite  economy-wise  design  hands  you  extra  profits  on  every  job. 
Streamlined  marketing  gives  you  jalousies  when  you  want  them.  These 
and  other  exclusive  time-  and  money  saving  features  add  up  to  give  you 
a  BIG  EDGE  on  competition. 

BRING  TO  AVERAGE 

HOME-OWNER’S  BUDGET. 

WindoTite  is  high  cn  quality  —  low  on  price.  .  .  .  Profits  are  bigger  and 
faster  because  WindoTite  makes  it  easier  to  sell,  easier  to  install. 

Exclusive  features,  superb,  architecturally  correct  construction  AT  NO 
EXTRA  COST.  Large  volume  and  mass  production  combined  with  stand¬ 
ardized  glass  and  screen  sizes  to  give  you  the  finest  jalousies  made  at 
sensible  sales-closing  prices. 

Widest  range  of  standard  sizes,  plus  WindoTite's  "magic"  adjustable 
mullions  will  fit  any  opening.  No  costly,  time-consuming  special  sizes 
from  factory.  Jobbers  everywhere  can  fill  your  needs  in  a  jiffy . . .  and 
amazing  TENSION-GRIP  Louver  Clips*  —  clips  hours  off  installation  time 
.  .  .  eliminates  glass  breakage  and  chipping  .  .  .  gives  tighter  fit. 

GET  ON  THE  BANDWAGON 

...  BIG  PROFITS  ARE  WAITING  FOR  YOU! 


*  DOtenf  applied  for 
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has  solved  the  jalousie  Industry’s 
two  oldest  prohlems ...  to  help  you  sell  more 
jalousies  and  Install  them  for  less  cost! 


OII0 


TENSION-SRIP  LOUVER  CLIPS! 


0^ 


ADJUSTABLE  “MAGIC  MULUONS” 


These  new,  exclusive  Louver  Clips  give  you  a 
talking  point  your  competition  can't  match! 
They  save  hours  of  installation  time.  No  metal 
crimping  required  ...  no  broken  clip  tabs 
because  no  tools  are  used!  Glass  slips  in  and 
clicks  in  tight  with  automatic  ease.  Anyone  can 
install  or  change  WindoTite  Jalousie  glass! 


ADJUSTAILE 


I 


Think  of  it!  Now  you  can 
handle  every  installation 
with  standard  width 
WindoTite  JALOUSIES 
straight  from  your  job¬ 
ber's  stockroom!  No  wait¬ 
ing  for  factory  shipments  of  special  widths. 
Ludman  "Magic  Mullions"  in  three  widths,  each 
Mullion  adjustable  allow  you  to  simply  di¬ 
vide  the  number  of  standard  width  WindoTite 
JALOUSIES  you  want  to  use  into  the  wall  area 
.  .  .  then  all  you  do  is  adjust  —  the  "Magic 
Mullions"  compensate  for  any  overage. 

Think  of  this  feature  as  a  selling  advantage! 
Think  of  the  costs  you  save  your  customers  . . . 
and  the  extra  jobs  you'll  sell  because  you  can 
guarantee  faster  job  completion! 


+  PLUS  THE  STRONGEST  LOCAL  SELLING  HELP  YOU  EVER  SAW! 


PROFIT-MAKER 
SALES  KIT!  ^ 

All  the  advertising  and  promotional  material  to 
help  you  line  up  all  the  prospects  you  can  handle! 


ARM  YOUR  SALESMEN 
WITH  THIS  DEMONSTRATOR... 


LOCAL 

NEWSPAPER 

ADS 


COMMERCIALS 


I  LIFE  IS  ItKMTEU  LIVING  lETTESi 

JA  LOUS  I  IS  % 


FOLDERS  & 
ENVELOPE 
STUFFERS 


RADIO 

COMMERCIALS 


COUNTER 

DISPLAY 

CARDS 


WINDOW  STREAMERS 


and  watch  the  WindoTite 
sales  roll  in  .  .  .  watch 
your  jalousie  remodeling 
profits  mount  up!  This 
great  sales-builder  actu¬ 
ally  helps  prospects  sell 
themselves!  Prospects  can 
operate  a  WindoTite  . . . 
see  its  features  .  .  .  and 
compare! 


Mail  this  Coupon 


lUDMAN  CORPORAnON,  Dapt.  tSA,  Rox  4S41,  Miami,  Flariaa 

Gantlaman;  (  )  Will  you  pUu*  ontor  my  ordor  for _ WINDOTITE 

JALOUSIE  DEMONSTRATORS,  with  carrying  handloi.  Prico  $13.00  not 
aach,  F.O.B.  ihipping  point. 

(  )  PloaM  Mnd  mo  complata  litaraturo  and  compatitiva  prkm . . ,  and 
WINDOTITE  REMODELING  FACTS. 

(  )  Alto,  plaoM  tand  ma  your  FREE  WINDOTITE  PROFIT-AEAKER  SALES 
KIT. 


NAME _ 

COMPANY- 
ADDRESS  — 
CITY _ 


-STATE. 


LUDMAN  LEADS  THE  WORLD  IN  JALOUSIE  ENGINEERINO 


i  i 

I  •' 


Above  Left;  One  of  the  homes  at  the 
Ft.  Peck  U.  S.  Government  housing 
project,  Chinook,  Mont.,  sided  with 
insulating  shingle  type  siding.  Above 
Right:  A  new  home  in  Toledo.  O., 
sided  with  FHA  accepted  insulating 
siding  of  the  overlapping  shingle 
type.  Right:  An  attractive  ranch 
type  home  in  Leroy,  Ind.,  built  for 
considerably  less  than  the  usual  cost 
by  using  overlapping  shingle  insula¬ 
ting  siding. 

rUotus  Ct>urt*'sy  insulat\ng  Siding  .Issti. 


Shingle  Type  Insulating  Siding  Sales  Zoom 


THERF]’S  an  adage  which  read.'^, 
“Life  i.s  fluid  and  nothing  i.s 
permanent  t)ut  change.”  Thi.s  is  ap¬ 
plicable  in  our  Insulating  Siding 
Industry  as  much  as  it  is  in  any 
other  business  or  mode  of  life. 

In  19.50,  when  colored  mortar 
line  insulating  siding  was  first  an¬ 
nounced,  many  siding  authorities 
felt  that  here  was  the  product  that 
would  predominate  the  indu.stry. 
As  busine.ss  developed  in  19.50  and 
early  19.51,  it  .seemed  that  this  anal¬ 
ysis  was  true.  More  and  more,  the 
percentage  of  colored  mortar  line 
sales  as  compared  to  shake  shingle 
design  increa.sed. 

In  F'ebruary  19.51  total  dome.stic 
shipments  of  brick  and  .stone  de¬ 
sign  relative  to  overlap  ty|)e  shingle 
design  siding  ro.se  to  .56' <.  In 
March  of  that  year  the  percentage 
hit  a  high  of  60', f.  From  that 
month  on  the  .sale  of  colored  mor- 


By 

GORDON 
C.  ESTES, 

Exec.  Vice  Pres. 
Globe  Siding 
Products  Co. 


tar  line  as  compared  to  overlap 
shake  shingle  seemed  to  level  off. 
In  March  the  percent  dropped  four 
points  to  fifty-six.  It  ro.se  to  .58% 
in  .June  and  dropped  again  in  -July 
to  ,56'^ . 

As  the  siding  sea.son  progre.s.sed 
in  1951  shipments  of  brick  design 
siding  decreased  in  percentage  as 
compared  to  shake  shingle  design. 
In  December  1951  the  percentage 


was  fifty-three  and  in  .January  of 
this  year  (the  la.st  available  fig¬ 
ures  at  this  writing)  percentage 
shipments  dropped  to  forty-nine. 

It  would  be  folly  to  say  that 
colored  mortar  line  brick  i.s  on  the 
way  out.  This  product  is  definitely 
here  to  stay.  It  will  remain  a  sig¬ 
nificant  part  of  the  insulating  aid¬ 
ing  picture.  It  would,  however,  be 
ju.st  as  fallacious  to  .say,  as  many 
of  us  thought,  that  here  i.s  a  prod¬ 
uct  that  will  dwarf  the  sale  of  all 
other  sidings. 

It  is  difficult  to  analyze  the  rea¬ 
sons  for  the  trend  back  to  shake 
shingle  siding  or  to  place  a  finger 
on  any  one  cause.  I’erhaps  the  nov¬ 
elty  of  colored  mortar  line  i.s  wear¬ 
ing  off.  .Maybe  it’s  the  fact  that  the 
indu.stry’s  excellent  promotion  and 
merchandising  of  colored  mortar 
line  initially  created  a  temporarily 
{Continued  on  Page  68) 
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Ornamental  railings  and 
columns  were  used  to  beau¬ 
tify  this  building  in  Colum¬ 
bus,  O.  Note  that  entire 
weight  of  balcony  rests  on 
only  two  corner  ornamental 
columns.  Display  room  fea- 
ures  wrought  iron  furniture 
as  well  as  railings  and  col¬ 
umns. 

-  rhiito  courtrxy 
Artt  rdft  <h  nami  ultil  Iron  Co. 


Emphasis  on  safety  factor  of  this  decorative  product 
will  help  increase  your  sales  during  bad  weather 


rpHK  iiuToa.-^iiiK  u.^e  of  ornamen- 
tal  iron  durinjr  the  jia.'^t  few 
year.'^  ha.<  clearly  demonstrated 
that  this  product  appeals  trreatly 
to  the  averatre  home  owner.  As  is 
the  ca.se  with  metal  awninjrs,  the 
appeal  is  twofold — beauty  and  dis¬ 
tinction  for  new  and  old  homes  on 
the  one  hand  and  utility  on  the 
other  hand.  Those  who  think  this 
product  is  merely  decorative  should 
b«‘ar  in  mind  the  safety  jirovided 
by  railings  and  the  structural 
strength  or  ornamental  iron  col¬ 
umns. 

That  ornamental  iron  adds 
beauty  to  any  house  is  (piite  obvi¬ 
ous.  Anyone  who  has  ever  .seen  an 
old  house  who.se  wooden  railinjrs 
and  jtorch  columns  have  been  re¬ 
placed  by  their  iron  equivalents 
cannot  fail  to  be  inqire.ssed  by  the 
enormous  improvement  in  appear¬ 
ance. 

One  reason  why  ornamental  col¬ 


umns  are  ^rowinj?  more  popular 
is  that  they  are  ideal  replacements 
for  wooden  porch  columns  and 
posts  which  rot  out  regularly.  Iron 
columns  will  la.st  for  the  life  of  the 
house  and  are  infinitely  stronger 
than  those  made  of  wood.  The  co.st 
of  the  metal  replacement  is  very 
small  and  whereas  wood  posts  or 
columns  are  ordinary  and  unattrac¬ 
tive,  the  wrought  iron  adds  a  touch 
of  distinction  and  individuality  to 
the  hou.se.  Since  ornamental  col¬ 
umns  may  be  used  on  breezeways, 
balconies,  jjorches,  entranceways, 
and  patios  the  market  for  this 
product  is  obviously  very  broad. 

Many  manufacturers  provide 
columns  that  may  easily  be  ad¬ 
justed  to  a  desired  length  and 
thereby  relieve  the  dealer  of  any 
size  problem.  The  columns  have  re¬ 
movable  plates  at  the  toji  or  bot¬ 
tom  (or  both)  so  that  a  .section  of 
the  post  may  be  cut  off  to  adjust  the 


height. 

The  .safety  value  of  railings 
should  always  be  stressed  in  sales 
talks  with  home  owners.  In  many 
cases  this  apjieal  is  neglected  and 
.stre.ss  is  i)laced  on  the  decorative 
element.  Since  mo.st  people  will 
spare  no  expense  to  assure  the 
safety  of  their  families  and  chil¬ 
dren  any  emphasis  on  the  jirotec- 
tive  value  of  this  product  is  bound 
to  make  a  favorable  impression  on 
the  prospect. 

Although  ornamental  iron  is  an 
ideal  year  round  product,  .sales 
during  fall  and  winter  can  be  bol- 
.stered  by  emphasizing  the  safety 
factor  of  railings,  esi)ecially  since 
unprotected  stejis  and  platforms 
are  hazardous  at  these  times  of  the 
year,  h'or  the  dealer  who  gains 
most  of  his  income  from  a  .seasonal 
product  such  as  metal  awnings, 
iron  railings  can  be  very  valuable 
during  the  cold  months  of  the  year. 
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In  addition  to  columns  and  rail¬ 
ings,  the  ornamental  iron  line  also 
includes  door  grilles.  In  recent 
years  more  and  more  manufactur¬ 
ers  have  been  making  this  product 
out  of  aluminum  and  thousands  of 
aluminum  combination  doors  are 
being  sold  with  this  decorative 
product.  However,  wrought  iron 
grilles  are  available  in  beautiful 
designs  and  in  many  cases  are  only 
a  little  heavier  than  their  alumi¬ 
num  counterparts. 

They  are  especially  suited  for 
.screen  doors  and  became  very  pop¬ 
ular  in  the  South  where  they  orig¬ 
inated.  They  have  now  spread 
throughout  the  country  with  start¬ 
ling  rapidity.  Screen  door  grilles 


Grilles  are  very  appealing  to 
most  home  owners  and  are  avail¬ 
able  in  such  a  wide  variety  of  de¬ 
signs  that  most  customers  are 
bound  to  find  one  or  more  that  at¬ 
tract  them.  They  add  a  note  of  in¬ 
dividuality  and  change  the  entire 
appearance  of  the  entranceway  and 
they  can  l>e  obtained  in  a  suffi¬ 
ciently  wide  range  of  prices  to  suit 
the  pocketbook  of  any  customer. 

To  have  a  really  complete  line 
of  ornamental  iron  the  dealer 
should  carry  iron  fence  gates,  iron 
fences,  mail  l)<)x  posts,  canopy, 
shelf,  and  corner  brackets,  hang¬ 
ing  sign  brackets,  silhouettes  and 
weather  vanes.  i 


find  customers  where  he  finds  un¬ 
protected  steps,  bare  stoops,  sag¬ 
ging  porch  roofs,  bare  patios  and 
porches,  worn  out  fence  gates,  sag¬ 
ging  canopies  and  fiower  boxes, 
rotting  wood  columns,  dilapidated 
mail  box  posts,  and  unprotected 
screen  and  combination  doors. 

There  are  certain  advantages  in 
handling  ornamental  iron  products 
that  make  them  attractive  to  the 
dealer.  For  example,  there  is  color 
problem.  Most  manufacturers  sup¬ 
ply  railings  and  columns  finished 
in  a  prime  coat  which  the  cu.  tomer 
repaints  in  any  color  he  chooses. 
There  is  practically  no  damage 
during'  shipment,  installation,  or 
while  in  the  dealer’s  hand.'. 


PxolitA  Sell  Otnamental  3ron 


may  be  extremely  simple  or  artis-  The  dealer  with  a  well  rounded  Although  the  railings  and  col- 
tically  elaborate  for  the  support  of  line  of  wrought  iron  products  is  umns  are  heavy,  they  are  .so  com- 
the  screen.  Although  they  are  pri-  bound  to  come  away  from  the  pros-  pact  that  they  do  not  occupy  much 
marily  decorative,  they  al.so  have  pect  with  at  least  one  sale.  Can-  space  and  their  freight  rate  is  low. 
a  practical  function  since  they  vassing  is  made  easier  bec*au.se  it  Thus  shipments  from  a  distant 
eliminate  caved-in  .screening  and  can  readily  be  .seen  at  a  glance  manufacturer  can  be  obtained 
help  reduce  warping  in  wood  doors  what  the  cu.stomer  really  needs,  without  exce.ssive  freight  costs, 
since  they  .serve  as  braces.  The  alert  salesman  is  certain  to  (Continued  on  Poffe  ^1) 
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Ornamental  iron  railings  are  an  ideal  home  improvement  products  since  they 
may  be  used  both  inside  and  outside  the  house.  While  most  railings  are  custom 
jobs,  excellent  standard  sixe  stock  railings  are  available  at  low  cost  (see  center 
photo).  Left  photo  shows  interesting  exterior  custom  railing,  picture  at  right 
shows  ornamental  railing  used  on  interior  stairway. 

Photos  courtesy  li'm.  J.  Samcoe  Iron  Co. 
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Left;  Home  of  Fred  Larson  in  Glenbrook,  Conn,  being 
re-insuloted  by  Beau>Craft  Services,  Inc.,  of  Stam¬ 
ford,  Conn.  Below;  One  of  Beou-Croff's  typical  com¬ 
mercial  insulation  jobs.  Material  used  here  is  blown 
rock  wool. 


Conn.  Dealer  Uses 


Personal  Letters  To  Smooth  Way  for  Salesmen 


C'^OLI)  i;inva.s.'<ing  can  often  mean 
-^a  lot  of  wa.'ited  effort  and  di.s- 
per.sal  of  a  .sale.sman’.'^  time  which 
miKht  l)e  converted  to  l)etter  pnr- 
po.ses.  Slirewd  Knidance  from  the 
oHice  can  help  route  a  man'.s  sched¬ 
ule  so  that  he  is  calling  on  people 
who  know  about  his  company  and 
its  products  and  are  receptive  to¬ 
wards  a  demonstration  which  will 
improve  their  home  or  busine.ss 
establishment. 

Beau-Craft  Services.  Inc.  of 
Stamford,  ('onn..  one  of  the  most 
outstanding  dealers  in  the  .state, 
has  loiiK  recognized  the  wisdom  of 
this  procedure.  This  firm  does 
everythiiiK  within  its  means  to 
smooth  the  approach  of  its  1 1  .sales¬ 
men  and  make  their  .job  easier  and 
more  pnxluctixe.  Mo.st  effective 
means  employed  is  a  .series  of  per¬ 
sonal  letters  with  from  50.000  to 
75.000  of  them  Koing  out  through¬ 
out  the  year. 


But  complete  reliance  is  not 
placed  on  these  letters  alone.  If  the 
recipient  does  not  .send  in  the  .self- 
addressed  prepaid  postcard  asking 
for  an  ai)pointment.  then  the  com¬ 
pany  is  .set  to  ask  why.  And  for 
this  purpose  it  employs  a  crew  of 
W(tmen  solicitors  who  sit  at  the 
switchboard  right  at  the  office  and 
call  the  home  or  office  about  a  week 
or  10  days  after  the  mailing  to 
check  on  the  reaction  and  set  a 
definite  time  for  an  appointment. 

Varied  Sales  Letters 

Over  the  years  Beau-('raft  has 
compiled  a  portfolio  of  varied  .sales 
letters.  They  are  usually  divided 
into  three  main  brackets  and  slant¬ 
ed  to  the  following  classes  of  recipi¬ 
ents  :  ( 1 )  past  customers  who  make 
up  a  list  of  4.000;  (2)  those  .sent 
out  while  the  job  is  under  construc¬ 


tion  and  to  neighborhood  groups 
who  may  see  the  work  going  on ; 
and  (3)  a  general  promotion  list 
composed  of  names  obtained  from 
the  city  directories,  tax  li.sts.  likely 
accounts  and  so  on. 

The.se  letters  are  either  multi- 
graphed  or  printed,  but  the  con¬ 
tents  are  freciuently  changed.  The 
message  may  be  in  the  form  of  a 
welcome  to  an  old  customer  invit¬ 
ing  a  renewal  of  services  or  it  might 
be  highlighted  to  a  current  sea- 
.sonal  need  such  as  a  reminder  of 
the  benefits  of  insulation  to  cut 
down  fuel  bills.  Others  may  be  a 
concentration  on  a  particular  spe¬ 
cialty  such  as  modern-fold  doors, 
porch  enclosures,  expansion  pad- 
docks  or  kitchen  modernization. 

All  of  them  are  printed  on  yellow 
bond  and  printed  in  blue  since  yel¬ 
low  and  blue  are  the  official  colors 
of  the  company  and  used  on  all  its 
(Covtinued  on  Page  60) 


Phony  Window  Companies  Endanger  Business 
01  Legitimate  Storm  Sash  Dealers 


If  racketeers  have  been  operating  in  your  neighborhood,  here's 
how  to  protect  yourself  from  harmful  effect  of  their  activities 


volved  the  entire  raiiKe  of  misrep¬ 
resentation,  and  a  few  are  brought 
to  attention : 

At  the  outset,  a  salesman  can¬ 
vasses  the  territory,  though  this  is 
usually  done  by  a  group  of  sharp¬ 
ies.  Appointments  are  made,  and 
kept.  They  represent  an  unknown 
outfit,  and  handle  what  appear  to 
be  well  made  products,  which  the 
customer  doesn’t  get  anyway.  All 
of  the  trie  as  of  the  trade  are  put 


into  u.se,  and  no  punches  are  pulled. 
And  seldom  is  a  copy  of  the  con¬ 
tract  left  with  the  customer  .  .  «. 
“we’ir.send  you  a  copy  by  mail”. 
None  is  .sent,  and  the  buyer  knows 
nothing  of  his  deal  until  notified  by 
the  bank  that  payments  are  due. 
He  has  no  recourse  whatever  be¬ 
cause  the  “company”  is  usually  out 
of  business  by  that  time,  having 
cleaned  up  in  the  territory.  Or  per- 
(Continued  on  Page  62) 


IT  WAS  my  recent  pleasure  to 
visit  with  the  owner  of  an  out- 
.standing  home  improvement  con¬ 
cern,  and  to  sit  in  on  their  weekly 
sales  meeting.  A  large  operation, 
their  salesmen  covered  two  states, 
with  each  man  holding  his  own.  1 
often  heard  about  such  things  but 
never  had  the  privilege  of  a  ring¬ 
side  .seat  until  this  paritcular  visit. 

Not  long  ago,  three  competitive 
dealers  had  been  brought  up  on 
charges  of  fraud  and  misrepresen¬ 
tation,  and  of  employing  super 
high  pressure  to  bring  in  the  busi¬ 
ness.  Local  newspapers  launched  a 
.series  of  editorials  against  sharp 
practices  in  retail  .selling,  and  a 
special  meeting  was  called  by  the 
concern  I  was  visiting.  It  was  vital 
that  honest  dealers  must  protect 
themselves  against  a  condition  that 
could  affect  the  entire  industry,  and 
especially  in  .small  communities 
where  word  of  mouth  on  the  part 
of  the  consumer  made  the  going 
mighty  tough. 

One  newspaper  blasted  . . .  “we’ve 
lived  a  long  time,  and  we’ve  seen 
ju.st  about  everything,  but  when 
the  sharpies  .saddle  the  poor  home- 
owner  to  the  tune  of  a  few  hundred 
dollars  for  ‘installations’  that  are 
practically  worthless,  promises  that 
are  never  kept  and  payments  in  ex¬ 
cess  of  what  were  .stated  .  .  .”.  This 
was  a  challenge  for  the  e.stablished 
dealers  to  face,  if  they  were  to  re¬ 
main  in  busine.ss. 

Specifically,  the  “rackets”  in- 


Jalousies  As  Interior  Partitions 


C.  B.  La  Frage  o(  Rocky  Mounf,  N.  C.  stonding  before  the  interior  jalousie  partition 
he  installed  in  the  office  of  the  local  Nash  automobile  agency.  The  partition  was 
installed  to  close  up  the  office  for  air  conditioning.  Six  glass  jalousie  units  were  bolted 
together  to  form  the  partition  seen  above. 
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BUILDING  SPEQALTIES 


PORCH  ENCLOSURES:  How  To  SeU  And  Con 


"pcjKt’H  enclosures  have  by  now 
become  a  reKular  part  of  every 
metal  combination  window  dealer’s 
business.  In  mo.st  cases  it  is  a  part 
of  his  business  which  is  j^rowiny 
with  great  rapidity.  As  a  result  of 
the  tremendous  housing  boom  of 
the  i)ast  live  years,  millions  of  pri¬ 
vate  homes  have  1)1*011  built  and 
with  rare  exceptions  these  new 
residences  have  breezeways  or 
some  sort  of  open  porch  in  the 
front  or  the  back.  In  addition,  there 
are  millions  of  older  houses  with 
spacious  porches. 

Hecau.se  of  the  sudden  spurt  in 
the  population  thou.sands  of  home 
owners  are  confronted  with  an  ur¬ 
gent  need  for  an  additional  room 
to  accommodate  their  growing  fam¬ 
ily.  Unless  an  expansion  attic  is 
available  (and  sometimes  even  this 
is  already  occupied),  enclosing  the 
open  breezway  or  porch  is  by  far 
and  away  the  least  expensive  meth¬ 
od  of  adding  another  room  to  the 
house. 

There  is  no  .standardized  method 
of  enclosing  porches.  Some  manu¬ 
facturers  provide  dealers  with  spe¬ 
cial  porch  units,  others  have  espe¬ 
cially  designed  mullions  or  other 


ItK-king  devices  which  permit  any  the  bottom  of  the  frame  to  rot  out, 
number  of  .standard  combination  it  is  a  wise  procedure  to  water- 
windows  to  be  joined  together  side  proof  the  bottom  beam  of  the  frame 
by  side  on  a  bulkhead.  before  bolting  it  to  the  concrete. 

Where  standard  combination  A  good  waterproof  mastic  adhe- 
windows  are  u.sed  the  dealer  may  sive  applied  to  the  bottom  of  the 
tind  it  neces.sary  to  build  up  a  bulk-  framework  will  not  only  eliminate 
head.  This  often  involves  ripping  the  need  for  bolts  but  will  keep 
out  old  w<K)den  railings  and  replac-  moi.sture  out  of  the  wood  and  speed 
ing  round  porch  columns  with  the  work.  The  doorway  frame  on 
.s(|uare  ones,  (’onstructing  the  bulk-  the  side  of  the  porch  where  the 
head  is  relatively  simple  and  any  aluminum  combination  door  will  be 
mechanic  with  a  little  training  as  a  hung  should  be  reinforced  with 
carpenter  lan  put  one  up  quickly  double  two-by-fours  spiked  to- 
and  easily.  A  framework  of  the  re-  gether. 

quired  height  and  length  can  be  The  type  of  siding  or  sheathing 
made  of  2"  x  4"  lumber.  The  frame  that  covers  the  framework  depends 
looks  like  a  ladder  lying  on  its  side  on  the  desires  of  the  home  owner, 
and  consists  of  two  horizontals  He  may  want  clapboards,  shingles, 
joined  at  right  angles  by  vertical  asbe.stos  or  insulating  siding,  or 
members  on  16"  centers.  whatever  else  matches  the  siding 

The  “ladder”  is  then  placed  be-  on  the  re.st  of  the  hou.se.  Some  deal- 
tween  stpiare  posts  at  the  outer  ers  .stock  a  type  of  siding  which 
corners  of  the  i)orch  and  bolted  to  consi.st  of  hardboard  with  sheets  of 
the  posts  with  angle  irons.  If  the  aluminum  bonded  to  it  on  both 
porch  floor  is  made  of  wood  the  sides.  This  is  often  very  attractive 
lower  horizontal  of  the  frame  can  to  home  owners  since  it  matches 
be  fa.stened  to  it  with  screws  or  the  aluminum  combination  win- 
bolts.  In  many  ca.ses  the  porch  floor  (lows  and  door  and  gives  a  silvery 
consi.sts  of  a  concrete  slab.  Since  appt'arance  to  the  entire  enclosure, 
such  slabs  frequently  ab.sorb  The  hardboard-aluminum  siding  is 
ground  moisture  which  might  cause  fa.stened  to  the  frame  with  counter 


These  "before  and  after"  pictures  of  a  small  bungalow  type 
home  with  a  brick  open  porch  show  what  can  be  done  with 


aluminum  enclosure  units.  Flexibility  of  unit  sizes  permits 
complete  enclosure  without  added  bulkhead  construction. 

— Photos  couttesy  Alsco,  hu\ 


1  Vj? 

struct  Them 


[  sunk  screws.  Aluminum  painted 

(juarter  round  molding  is  used  to 
'  .seal  the  joint  where  the  siding 

meets  the  porch  floor. 

Once  the  bulkheads  are  erected 
^  and  sided  a  wooden  sill  with  a 

j  downward  slope  on  the  outer  edge 

I  is  nailed  to  the  top  and  the  alumi- 

*  num  combination  storm  windows 
are  installed  on  this  sill.  If  the  new 

'  walls  of  the  porch  have  been  prop- 

I  erly  measured  the  previously  fabri- 

I  cated  storm  windows  should  exact- 

*  ly  fill  the  carefully  scpiared  open- 

j  inj?  above  the  sill. 

Not  all  porch  enclosures  recpiire 
bulkheads.  In  many  cases  masonry 
walls  already  exist  and  form  a  semi- 
'  enclosed  porch  the  openinprs  of 

which  were  intended  to  be  filled  by 
insect  .screens  and  a  screen  door. 
These  openingrs  can  be  filled  with 
aluminum  combination  windows 
and  doors  without  any  difficulty. 

!  The  method  of  attaching  the  alumi¬ 

num  frames  to  the  ma.sonry  de¬ 
pends  on  the  design  of  the  windows 
I  and  the  recommendations  of  the 

manufacturer.  In  some  ca.ses  the 

*  windows  are  screwed  to  a  wood 
framing  which  has  l)een  fa.stened 

}  to  the  masonry  with  expansion 

bolts. 

Where  the  manufacturer  sup¬ 
plies  the  dealer  with  special  porch 
units  it  is  not  always  nece.s.sary  to 
build  up  the  walls  of  the  enclosure 
unle.ss  the  customer  specifically  re- 
(jue.sts  it.  The  dealer’s  mechanics  or 
salesman  takes  careful  measure¬ 
ments  of  all  the  openings  of  the 
(Confirmed  nv  Pnpe  6.1) 

^  Top:  Eleven  combination  windows 

and  one  combination  door  were  used 
in  this  typicol  enclosure  installation. 
Center:  This  open  porch  without  sides 
1,  was  completely  enclosed  with  floor  to 

ceiling  special  aluminum  porch  units. 
Bottom;  Twelve  window  units  erected 
on  wood  bulkhead  with  clapboard 
siding.  Note  grill  on  combination 
door. 


F^tuttos  ct>urtr^\  Warner  \tf0.  Co. 


BUILDING  SPECIALTIES 


Plastic  Gasket  Improves  Casement  Installations 


Vinyl  stripping  seals  prime  windows  and 
increases  efficiency  of  storm  sash 


TyyfODERN  steel  casement  win- 
dows  are  bein^  used  on  an  ever 
increasing  scale  in  modern  housing. 
The  reason  for  this  popularity  is 
that  casements  are  simple  to  oper¬ 
ate,  rarely  stick,  permit  100  per 
cent  ventilation  and  allow  a  maxi¬ 
mum  of  lijrht  and  visibility.  Other 
than  its  tendency  to  rust  if  not 
pro{)erly  protected,  the  only  draw¬ 
back  of  this  type  of  window  is  the 
jrap  that  always  seems  to  develop 
around  the  edges  of  the  vents. 

The  gap  is  usually  cau.sed  by  the 
di.stortion  of  the  outer  frame  either 
because  of  rough  handling  at  the 
time  of  installation  or  l)ecause  of 
the  settling  of  a  building  which 
throws  the  window  out  of  .square. 
Even  when  there  is  no  distortion. 


ca.sements  allow  considerable  air 
infiltration  because  they  simply  do 
not  close  as  tightly  as  other  types  of 
windows. 

Manufacturers  of  .storm  .sash  for 
ca.sements  are  aware  of  this  pe¬ 
culiarity  and  invariably  put  rubber, 
vinyl  pla.stic,  or  felt  weatherstrip¬ 
ping  around  the  perimeter  of  their 
aluminum  .storm  windows.  This 
weatherstripping  effectively  .seals 
out  drafts  and  helps  cut  the  heat 
losses  caused  by  air  infiltration. 

However,  the  efficiency  of  any 
casement  storm  sash  in.stallation 
can  be  greatly  increa.sed  if  the 
prime  window  can  al.so  be  effective¬ 
ly  .sealed  again.st  drafts,  dust,  dirt 
and  moi.sture.  When  the  prime  win- 
{Contiuued  on  Page  68) 


llluifrotions  in  this  column  show  how 
yinyl  gaskets  ore  used  to  seal  casement 
windows.  The  casement  screen  is  re¬ 
moved  and  the  vents  are  opened.  Gasket 
end  is  cut  at  45°  angle.  Starting  at  top 
left  corner  of  window  opening,  U  chan¬ 
nel  is  slipped  over  window  frame  with 
lip  portion  outward. 


Moldod  lip 
opointf  clotod  window 


Mod*  of  floxiblo  vinyl 
plastic.  Noutral  pray 
color.  ' 


At  lock  handle  loosen  entire  assembly 
and  slip  gasket  under  edge  and  tighten 
screws  or  else  notch  strip  at  handle  and 
at  crank  assembly.  Not  all  casement 
windows  will  require  this  procedure. 


At  corners,  mark  off  45°  angle  and  cut 
to  size  with  scissors.  Careful  cutting  will 
result  in  neat,  mitered  joint  and  also 
stop  the  smollest  draft  or  leakage. 

lltustratums  courtesy  Dustite  Products  to. 


This  log* section  fits  bo- 
twoon  framo  and  win* 
dew.  Seals  and  insuiotos 
metal*le*motal  contact. 


Special  Inside  grippers 
hold  gasket  securely  to 
window  frcme. 
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Otto  B.  Sindelor,  General  Manager  of  Weother- 
Tite,  Chicago  firm  of  aluminum  storm  sash  deal¬ 
ers,  confers  with  his  staff.  L  to  R:  Chuck  Morgan, 
Installation  Mgr.,  Harold  Longner,  Operations 
Mgr.,  Mr.  Sindelor,  and  Frank  Maida,  Plant  Mgr. 


Over  10,000  Customers  In  S  Years! 

Concentrotion  on  combination  windows,  doors,  screens,  and 
enclosures  is  keynote  of  success,  says  Chicago  dealer 


ipONCENTRATION  Ls  the  key- 
^  note  of  succes.s,”  .say.s  Otto 
B.  Sindelar,  General  Manager  of 
VVeather-Tite,  a  Chicago  firm  that 
a.ssembles,  .sells,  and  installs  alumi¬ 
num  combination  windows,  doors, 
screens,  and  porch  enclosures.  Be- 
cau.se  of  his  firm  belief  in  this  prin¬ 
ciple,  Weather  -  Tite’s  activities 
have  been  limited  to  the  products 
mentioned  above,  p-rom  time  to 
time,  the  addition  of  other  items  to 
the  firm’s  line  of  products  has  been 
considered,  but  the  decision  at 
Weather-Tite  has  always  been  that 
it  was  still  so  far  from  realizing  its 
full  potential  from  its  exi.sting 
products  that  it  would  be  ill-advised 
to  diffuse  its  efforts. 

That  this  policy  has  paid  off  is 
obvious  from  the  fact  that  Weather- 
Tite  is  now  working  on  job  at  10,659 
after  its  start  in  November  1946 
when  neither  Sindelar  nor  his  asso¬ 
ciates  had  any  previous  experience 
in  the  home  improvement  field. 

While  the  firm’s  location  at  4417 
S.  Wentworth  Avenue,  an  indus¬ 
trial  area,  gives  it  no  display  ad¬ 


vantage,  its  .salesmen  like  to  point 
ouc  that  the  rea.sonable  prices  at 
which  they  offer  products  result 
from  inexpensive  overhead  and  a 
completely  equipped  shop.  VV’eather- 
Tite  has  22  in.stallation  mechanics 
and  17  factory  employees.  The  me¬ 
chanics  work  on  a  guarantee  plus 
incentive  basis.  Each  in.stallation 
is  checked  by  one  of  two  engineers 
within  one  week  of  in.stallation. 
Any  mistakes,  whether  noticed  by 
the  customer  or  not,  mu.st  be  cor¬ 
rected  by  the  mechanic  involved  on 


his  own  time  within  five  days.  This 
procedure  is  obviously  very  effec¬ 
tive  since  24','  of  the  company’s 
business  is  now  referred  to  it  by 
previous  customers. 

Weather-Tite  has  five  divisional 
.sales  offices  throughout  the  Chicago 
area,  each  under  the  control  of  a 
divisional  .sales  manager.  47  .sales¬ 
men  are  employed,  21  of  whom 
have  been  with  the  company  for 
over  three  years.  There  is  no  train¬ 
ing  program  for  new  men  but  Sin- 
(Confitiued  0)1  Page  65) 


Main  office  and 
plant  of  Weafher- 
Tife  located  at 
4417  S.  Went¬ 
worth  Avenue,  Chi¬ 
cago.  In  addition, 
the  company  has 
5  divisional  sales 
offices  in  the  city. 
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BUILDING  SPECIALTIES 


B.  S.  REPORTER . . . 


Aluminum  Air  Seal  Adds 
Extrusion  Press 

Aluminum  Air  Seal  Mfg.  Co., 
Younjf.stown,  O.,  manufacturer.-;  of 
aluminum  combination  window.s 
and  doors,  recently  announced  that 
it  had  acquired  a  jfiant  press  for 
extruding  aluminum.  The  new 
press  is  of  the  horizontal  direct  ac¬ 
tion  hydraulic  type  and  is  capable 
of  exertinfr  a  force  of  5  million 
pounds.  Billets  5"  in  diameter  and 
24"  in  length  will  be  used  in  the 
press.  Out  of  each  aluminum  billet 
will  come  the  metal  equivalent  of 
five  storm  windows  or  two  storm 
door.s.  Installation  of  the  pre.ss  has 
recently  been  completed. 

With  the  pre.ss  in  operation. 
Aluminum  Air  Seal  is  no  longer 
dependent  on  outside  sources  for 
its  supply  of  e.xtrusions.  It  will 
henceforth  supply  e.xtrusions  to  all 
its  local  manufacturers  throughout 
the  country  who  assemble  door.s  and 
windows  under  the  trade  name 
Trim-A-Seal. 

Officers  of  Aluminum  Air  Seal 
are:  Elmanuel  Katzman,  President; 
William  L.  Bonnell,  Vice  Pres.; 


Marvin  T.  Itts,  Treasurer;  Murray 
Nadler,  Secretary;  and  Clifford  L. 
Webster.  General  Manager. 

*  *  « 

A.  G.  Monroe  Appointed 
Sales  Mgr.  By  Ludmon 

The  appointment  of  A.  G.  “Al” 
Monroe  as  Sales  Manager  of  the 
Aluminum  Auto-Lok  Window  Sales 
Division  has  been  announced  by 
Max  Hoffman,  president  of  the 
Ludman  Corporation.  Miami. 


A.  G.  Monroe 


Mr.  Monroe  is  well-known  in  the 
window  industry,  having  been  con¬ 
nected  with  the  Ludman  organiza¬ 
tion  since  1945.  E^or  the  pa.st  two 
years  he  has  been  Di.strict  Manager 


of  the  Midwest  office  located  in  St. 
Louis,  Missouri. 

“As  manager  of  our  St.  Louis 
territory,  ‘AP  has  had  the  oppor¬ 
tunity  to  work  with  many  of  our 
dealers  and  distributors”,  declared 
Mr.  Hoffman  in  announcing  the  ap¬ 
pointment.  “His  understanding  of 
dealer  and  di.stributor  operations 
as  well  as  his  direct  contact  with 
many  of  the  leading  architects  and 
building  engineers  in  the  country 
will  con.sequently  benefit  our  accel¬ 
erated  window  program.” 

Prior  to  coming  to  the  Ludman 
(,'oriM)ration,  Monroe  was  with  the 
engineering  division  of  the  Curtiss- 
Wright  Company. 

*  *  « 

Orchard  Bros.  Installs 
New  Paint  Shop 

Orchard  Brothers  have  opened 
their  new  .streamlined  paint  booth 
which  is  de.signed  to  create  a  high 
((uality  fini.sh  on  their  products  with 
the  greatest  degree  of  efficiency. 

The  shop  has  two  large  aluminum 
(Continued  on  Page  69) 


Aluminum  Air  Seal  Mfg.  Co.  executives  (left)  watch  first  ex-  R)  C.  L.  Webster,  Gen.  Mgr.,  E.  Katzman,  Pres.,  W.  L.  Bonnell, 
trusion  from  company's  new  press.  Photo  ot  right  shows  (L  to  V.P.,  smiling  with  approval  after  ribbon  cutting  ceremony. 
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Casement  Storm  Sash 

Aluminum  combination  storms 
and  screens  manufactured  by  the 
Alumatic  Corporation  of  America 
are  being  used  in  increasing  num¬ 
bers  by  plants  and  institutions  all 
over  the  United  States.  Of  out- 
.standing  intere.st  is  this  firm’s 
“Kay.sto”  combination  unit  for 
casement  windows  of  all  types. 

The  Kaysto  combin.ition  is  cus¬ 
tom-fitted  by  local  di.stributors  and 
is  adaptable  to  the  many  varieties 
of  casement-type  windows  used  by 
factories,  commercial  buildings, 
hotels,  hosjiitals,  and  other  institu¬ 
tions.  The  Kay.sto  is  installed  either 
on  the  inside  or  the  outside  of  the 
regular  prime  window  and  consists 
of  sliding  storm  sash  units  and 
screen  panels. 

On  inside  installations,  acce.ss  to 
the  prime  window  is  in.stant  and 
easy,  becau.se  of  the  sliding  .sash. 
Such  an  all-in-one  installation 
means  that  the  plant  or  institution 
can  eliminate  annual  problems  of 
changing  .storm  windows  and 
.screens  if  this  type  of  protection 
has  been  used  before. 


Since  Kay.sto  Units  are  alumi¬ 
num  there  are  no  repairs  or  main¬ 
tenance  needed.  More  important, 
many  plants  and  in.stitutions  that 
have  never  been  able  to  utilize  storm 
window  protection  for  economy, 
and  .screen  protection  for  comfort, 
can  now  take  advantage  of  the 
many  features  the  Kaysto  affords. 


Kay.sto  .storm  .sash  is  .self-weather- 
.stripped  and  thus  provides  a  com¬ 
plete  insulating  .seal  for  the  prime 
window. 


Plastic  Tub  Enclosure 


Multiple.x  Products  Cori)oration 
introduces  the  sUindard,  five  foot 
Flamingo  Tub  Enclosure,  a  new  and 
improved  set  of  panels  that  con¬ 
vert  the  reces.sed  tub  into  a  roomy, 
luxurious  .stall  shower.  Both  prac¬ 
tical  and  glamorous,  the  F’lamingo 
consists  of  two  .strong  and  attrac¬ 
tively  corrugated  Plexiglas  j)anels 
that  ride  easily  and  smoothly  along 
aluminum  tracks.  The  installation 
is  simple  and  uninvolved.  The  top 
track  is  held  in  place  by  wall  brack¬ 
ets  and  the  lower  track  is  cemented 
to  the  rim  of  the  tub.  Handles  are 
molded  on  the  inside  and  outside 
of  each  feather  weight  panel  which 


h 


moves  with  the  slighte.st  pressure 
of  the  hand. 

The  F'lamingo  .stres.ses  beauty, 
.safety,  utility  and  easy  in.stallation. 
It  looks  like  a  tine  piece  of  cry.stal 
glass  without  the  hazard  of  break¬ 
ing,  shattering  or  cracking,  and  is 
of  lifetime  durability.  It  adds  a  new 
smartness  to  any  bathroom  and 
gives  complete  protection  against 
sj)la.shing  of  walls  or  floors. 

P’rom  the  .sales  angle,  the  clear 
cry.stal  transparent  panels  will  tit 
into  any  color  scheme  of  bathroom 
and  the  shatterproof  feature  is  one 
of  its  biggest  selling  points. 

*  *  * 

Louver  Windows 
With  Dual  Controls 

The  Lemlar  Manufacturing  Com¬ 
pany  is  offering  a  louver  window 
for  homes  and  offices  that  has  dual 
louver  control,  permitting  any 
pane  or  panes  to  be  individually 
locked  shut,  so  that  operation  of  the 
master  control  will  open  oidy  the 
unlocked  panes. 

This  independent  control  of 
panes  affords  exceptional  ventila¬ 
tion  arrangements.  U.se  of  ob.scure 
gla.ss  panes  will  j)ermit  controlled 
ventilation  without  interruption  of 
privacy. 


This  new  louver  window  is  called 
the  Indepane  Louver  Window. 
Complete  weather.stripping  is  an- 
{Confimied  on  Page  51) 


^  ...  AS  ALWAYS,  THE  ^ 

FASTEST  SELLING  STORM  PRODUCTS 
-MOST  COPIED  IN  AMERICA! 


I 


This  2,500  ton  hydraulic  press  has  just  been  installed  in 
Aluminum  Air  Seal's  Youngstown  plant  to  extrude  the 
sections  which  go  into  the  manufacture  of  Trim-A-Seal 
aluminum  storm  doors  and  windows.  Now,  under  one  roof. 
Aluminum  Air  Seal  Manufacturing  Company  extrudes  its 
own  aluminum  sections  and  anodizes  these  sections  for 
permanent  protection  against  staining,  smudging,  pitting  or 
corroding.  From  Youngstown,  these  aluminum  sections  are 
shipped  directly  to  our  34  Trim-A-Seal  manufacturing  plants 
across  the  country  greatly  expediting  delivery  and  service  to 
Trim-A-Seal  dealers  everywhere.  Trim-A-SeaTs  "Big  Push" 
in  Youngstown  can  mean  big  profits  for  you  wherever  you 
are.  Investigate  today! 


*2iJ/utc,  <n  TODAY! 


MAKES  THE 
WEATHER  BEHAVE 


Heavy-Weight 

Aluminum 


Anodized  for 
Permanence 

Double-Duty  Strength 

RivNut-Fastened 

Hardware 

Patented  Corner 
Connectors 

Combination  Glass  and 
Screen 

Instantly 

Interchangeable 

Priced  Right  for  Profits 
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HOME  FIRE 
ALARM  SYSTEM 

Approved  For  F.H.A.  Financing 


FIRE-LITE 


With  UL  Approved 
Rate-of-Rise  Detectors 

You  can  moke  big  profits  without  a  lorgc 
investment,  without  changing  your  business  set¬ 
up  in  o  new  ond  vost  market!  Every  home¬ 
owner,  (people  whom  you  have  sold  before  and 
new  prospects),  arc  possible  customers  for  FIRE- 
LITE  Home  Fire  Alarm  Systems  There  is  a 
vost  morket  right  at  every  dealer's  door 

Our  Powerful.  Tested  Sales  Plan 
Helps  You  Clinch  Many  Sales 

To  sell  the  fiomeowner  o  FIRE-LITE  Fire  Alorm 


requires  only  the  use  of  our  tested  sales  plan 
and  o  simple  demonstration.  It  will  close  sole 
otter  sale  for  you' 

Write  Today  —  We  Will  Show  You  How  To 
MAKE  OVER  135%  Profit! 

We  hove  bonofide  soles  records  of  octuol  com¬ 
ings  of  mony  dealers  to  prove  that  y)u,  too, 
can  moke  over  135%  profit  on  coch  sale!  A 
FIRE-LITE  System  costs  very  little  to  mstoll 
ond  the  entire  unit  is  low  priced.  You  con 
sell  on  installed  unit  ot  o  price  homeowners 
will  poy  and  still  moke  o  big  profit.  Some 
sales  territories  ore  closed.  There  ore  mony 
more  soles  orcos  still  ovailoble  WRITE  TODAY 
for  AN  EXCLUSIVE  DEALERSHIP! 


riDF  f  fTF  Af  ADMC  dept,  b  -  les  shelton  ave 
1 1I\L-LI  I L  nLtUxiua  new  haven,  conn. 


DOUBLEmDGEV 

(^■1  RUNG$! 


withstand  4,600  inch-pounds 
torque  test 


This  exclusive  UERNEK  fea¬ 
ture  provides  ever-straight, 
never-twisr  side  rails.  For 
you.  this  means  a  stronger, 
safer,  longer-lasting,  light¬ 
weight  ALt'MILAUDER. 

ALUMILAUDER  Extensions 
give  you  lightweight  alumi¬ 
num  plus  WERNER'S  save- 
weight,  ''fire-ladder"  con¬ 
struction  to  conserve  physi¬ 
cal  energy. 

Extensions  available  with 
flared  or  straight  bottoms. 

VC'rite  Department  for 
complete,  up-to-date  ALl'Ml- 
LADDER  catalog— Extensions, 
Singles,  Steps. 


This  Warranty  S«ol  appaort 
on  oil  W*rn«r  lodderi 
This  loddvr  is  guaranteed  by 
the  manufacturer  to  meet  the 
requirements  of  the  sofety 
code  covering  moterial,  con¬ 
struction,  and  design  os 
adopted  by  the  Metal  Lodder 
Monufocturers  Association. 
ALUMILADDER  Extensions  ex¬ 
ceed  specified  MtMA  sofety 
factors. 


IbRulKtarns  -  Basic  Aluminum  EitrusiMS  and  Roll  lormcd  Products 


^"nJUERnER. 

a  LJ  rrx  i  rx  lj  rrx. 


'W 


Women  On  Your 
Sales  Force 

In  a  recent  article  by  William  A. 
Blees  an  outstanding  salesman  in 
his  own  right  and  vice-president 
of  AVCO  he  stresses  the  impor¬ 
tance  of  using  more  and  more 
women  in  responsible  sales  posi¬ 
tions. 

He  cites  instances  where  women 
have  made  remarkable  records  in 
the  real  estate  field  —  a  field  just 
recently  opened  to  them.  Then  he 
calls  attention  to  the  few  women 
who  are  .selling  automobiles,  where 
to  his  knowledge  only  three  dealers 
in  Missouri,  Illinois  and  New  Jer¬ 
sey  have  women  on  their  sales 
force. 

It  hardly  seems  likely  that  a 
single  sale  to  the  home  owner  is  not 
influenced  by  a  woman.  The  house¬ 
wife  may  not  have  technical  knowl¬ 
edge  but  she  is  certainly  the  de¬ 
termining  factor  in  the  decision  on 
colors  and  what  improvements  are 
going  to  be  made  in  the  home. 

A  nationlly  known  manufacturer 
of  .steel  kitchen  units,  made  the 
claim  that  93%  of  their  sales  were 
made  directly  to  the  housewife 
(the  balance  to  building  contrac¬ 
tors)  with  the  husband  signing  the 
order. 

A  firm  that  manufactures  home 
Water  Softening  units  recently 
added  three  women  to  their  outside 
sales  staff.  After  the  usual  field 
training  the  .sales  record  of  these 
women  was  higher  consi.stently 
than  any  man  in  the  field. 

There’s  a  good  rea.son  for  this  — 
who  talks  a  woman’s  language  l)et- 
ter  than  a  woman?  They  sell  con¬ 
fidence,  they  .sell  beauty,  they  .sell 
quality.  We  don’t  stress  the  point 
that  men  should  be  eliminated 
from  the  sales  force  —  heaven  for¬ 
bid  —  but  women  could  and  should 
be  a  valuable  asset  to  any  organiza¬ 
tion  .selling  directly  to  the  home. 


— KV  Fnthusiast 


)  How  Venetian  Blinds  fit 
'  into  your  business. 

\  Read  about  it  in  the 

/  July 
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New  Products 

{Continued  from  Page  47) 

other  prime  feature  of  Indepane 
Louver  Windows.  When  closed, 
each  louver  pane  is  pressed  firmly 
against  a  permanently  elastic 
weatherstripping  applied  along  all 
four  edges  of  each  louver  open¬ 
ing.  There  is  no  glass  to  gla.ss  or 
glass  to  metal  contact. 

By  following  simple  instructions 
furnished  with  each  window,  any¬ 
one  can  install  Indepane  Windows 
with  only  a  .screw  driver  and  a 
ruler. 

Inexpensive  double-.strength  win¬ 
dow  glass  is  used  in  the  Louver 
panes  of  Indepane  Windows,  and 
both  sides  of  the  glass  can  easily 
be  cleaned  from  the  inside. 

When  clo.sed,  Indepane  Windows 
are  automatically  locked,  and  are 
positively  sealed  again.st  air  or  dust 
infiltration.  All  hardware  is  of 
either  aluminum  or  cadmium  steel, 
with  a  non-corrosive  .satin  fini.sh. 
Indepane  Windows  do  not  project 
beyond  the  wall  thickness,  giving 
no  interference  to  the  u.se  of  out-: 
side  .screens  or  inside  curtains  or' 
drapes.  Inexpensive,  frameless-type  | 
outside  .screens  are  used  with  Inde¬ 
pane  Window.s,  these  can  be  fur-; 
nished  with  the  window's. 

Single  Indepane  units  are  avail- 1 
able  for  window  openings  up  to! 
3'  0"  X  S'  0".  Multiple  units  are  u.sed ' 
to  equip  larger  openings.  ; 


New  Stainless  Steel 
Sink  Frames 


The  R.  D.  Werner  Co.,  Inc.  hasi 
just  introduced  a  new  group  of! 
stainle.ss  .steel  sink  frames,  ba.sed  j 
(Continued  on  Page  72) 


LOOK  TO 


TO  CUT  YOUR  SCREEN  COSTS! 

America’s  No.  I  Mass  Producer  of 

METAL  CASEMENT  SCREENS 


and  we  are  passing  the  savings  along  to  you 
Precision  made  Universal  Screens  are  top 
values  all  the  way — design,  materials  and 
construction. 


standard  type  13 

All  aluminum,  for 
os  low  os  $1.48. 

STANDARD  TYPE  13 
Steel  frame,  solid 
bronze  mesh,  for 
os  tow  os  $1.18. 


STANDARD  TYPE  13 
Steel  frame,  bronze- 
finish  galvanized 
mesh,  for  os  low  as 
$1.00. 

IMMEDIATE 

DELIVERY 


WRITE  FOR  COMPLETE  PRICE  LIST 


^  UK[  ijj 

^^ist  , 

'em 

'  et/me.  o 

one 

/o;„,  °'-eno 
slack,  '^“'■P'ng 


UNIVERSAL  FABRICATORS 

1785-1  8  1  1  BOONE  AVE  •  NEW  YORK  60.  N  Y 


Phane:  Kilpatrick  2-0350 
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I  NEW!  I 
dm04it 

MITRED 

2-PANEL 

DOOR 

•  Heavy  H-Beam  Construction 
Gussets 

•  Hollow  Mullions 

•  Beautiful  Ribbed  Face 
&  Smooth  Interior 

•  Three  stainless  half-con¬ 
cealed  hinges  riveted  to  Z-Bar. 

•  8  Points  of  Attachments  make 
it  Sag-proof 


Inquire  tor  our  new 

LOW.  LOW  PRICES 

Write  tor  intormotion  on  our  K.  D. 
Pion  or  Distributorships. 


ELMO  NT  ri 

575  Hempstead  Turnpike 
Elmont.  N.  Y. 

Floral  Park  4-3620 


Hints  To 
SALESMEN 


Co.-iclusto.-i  of  an  article  which  began  in 
the  May  ittue.) 

He  ha.s  developed  a  portable  ex¬ 
hibit,  .showing  the  .several  types  of 
roofing  and  siding  mounted  on 
good-sized  panels.  With  each  panel 
is  a  large  chart,  giving  the  prod¬ 
ucts’  major  points  in  rapid-fire,  1, 
2,  .‘5  order.  A  table  on  which  are 
))ile.s  of  literature  from  the  manu¬ 
facturer,  and  a  good  sized  .stack 
of  Business  Reply  Cards,  com¬ 
pletes  the  .set-up. 

As  a  prospect  looks  over  the  dis¬ 
play,  this  .salesman  is  alert  to  a.s- 
certain  the  extent  of  the  interest 
shown.  If  it  seems  too  casual,  he 
supplies  them  with  a  card,  on  which 
they  can  reque.st  him  to  call,  to¬ 
gether  with  several  pieces  of  lit¬ 
erature.  If,  however,  the  interest 
seems  real,  he  runs  over  the  merits 
of  his  products,  and  fills  out  the 
card  for  them  right  then  and  there, 
arranging  an  appointment  for  him 
to  call  at  their  home,  “to  inspect 
the  pre.sent  state  of  their  siding, 
and  measure  the  house — no  obli¬ 
gation  of  cour.se. ’’  This  free  inspec¬ 
tion  and  estimate  pulls  in  many 
apiiointments,  and  experience  in¬ 
dicates  that  about  one  in  three  ap¬ 
pointments  results  in  a  sale. 

Over  the  years,  some  “Dcj’s  and 
Don’ts”  have  come  to  light  which 
may  be  of  interest  to  other  spe¬ 
cialty  .salesmen.  For  instance,  don’t 
offer  reduced  prices  to  a  prospect 
in  order  to  get  a  job  in  a  neighbor¬ 
hood.  While  the  job  is  valuable  in 
selling  others  in  that  area,  re¬ 
member  that  people  in  a  neighbor¬ 
hood  frequently  know  each  other 
well  enough  to  compare  price.s.  Do 
— be  where  the  neighborhood 
crowds  ccmgregate  —  at  a  time 
when  they  are  in  a  genial  relaxed 
mood.  Don’t  use  high  pressure.  It 
kills  more  sales  than  it  ever  makes. 

Do — know  your  product.  Men 


are  interested  in  insulation  factors’ 
not  resi.stance,  etc.  Women  are  in¬ 
terested  in  “.style”  and  appearance 
factors.  Don’t  waste  too  much  time 
on  follow-up  calls.  If  the  pro.spect 
puts  you  off  “until  next  Spring” 
put  the  matter  down  as  a  “lost 
sale,”  worth  a  phone  call,  but  not 
a  personal  visit,  next  Spring.  How¬ 
ever,  on  that  last  point,  bear  in 
mind  that  the  prospect  may  again 
become  a  “live”  one,  at  the  time 
of  your  phone  call,  and  therefore 
be  worth  a  personal  visit,  AFTER 
the  checking  call. 

Summing  up,  it  is  this  man’s 
firm  conviction  that  it  is  uneco¬ 
nomic  to  call  on  prospects  one  at 
a  time — you  have  to  call  on  them 
in  crowd.s — if  you  want  to  hit  the 
jackpot! 

On  The  House 

{Continued  from  Page  31) 

the  nation  last  year,  plus  the  8.)U,- 
000  «»r  900,000  estimated  for  this 
year — depentling  on  whose  figures 
you  us«‘ — make  up  a  pretty  small 
minority  in  relation  to  the  29  mil¬ 
lion  dwellings  occupied  today  that 
were  built  back  in  the  early 
I930's.”  Although  it's  difficult  to 
pinpoint  Just  when  obsolescence  be¬ 
gins,  Mr.  McDonald  said,  it  is  gen¬ 
erally  agreed  that  a  house  20  or 
more  years  idd  will  have  neeil  of 
s«mie  reiiHMleling  or  repairs.  Obso- 
les«*ence  of  such  home  appliances 
as  a  range  or  washing  machine 
starts  at  alxuit  ten  years,  while 
ro«tfs.  heating  systems  and  plumb¬ 
ing  usually  need  replacing  in  20 
years,  he  saitl.  |tointing  out  that 
many  ttf  these  homes  still  have  the 
e<|uipnient  that  was  installe<l  when 
they  were  built. 

.As  indicative  of  the  moderniza¬ 
tion  trend.  Mr.  McDonald  cited  a 
recent  study  conducted  among  some 
2.000  families  by  Better  Home.s  & 
Gardens  magazine.  Only  a  small 
eight  per  cent  indicated  they 
planned  to  build  within  the  next 
12  months,  whereas  a  much  larger 

(Continued  on  Page  54) 


June,  1952 


53 
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Engineered  for  quick,  easy  installation  with  low 
labor  cost.  No  mess,  bother,  scaffolding  or 
rigging. 

Dealers  and  distributors  wanted  ta  sell  this 
nationally  advertised,  complete  line. 

Made  in  standard  style,  door  hoods,  commercial 
awning  and  canopy,  casement  type,  and  custam 
made. 


1.  Because  Ron-del  Folding  Awnings  are  de¬ 
signed  not  only  for  permanence  and  beauty 
.  .  .  but  also  to  provide  exclusiye  ideal  sun 
control.  Up  or  Down  at  a  touch. 

2.  All  the  advantages  of  stationary  permanent 
awnings  are  combined  with  the  utility  of 
canvas  awnings  in  one  product. 

3.  The  advantage  of  central  mass  production 
by  the  world's  largest  aluminum  fabricators 
provides  low  first  cost. 

4.  Heavy  gauge,  rust- proof  aluminum  con¬ 
struction —  latest  aluminum  preparation  and 
painting  methods  assure  Quality. 

5.  Unsurpassed  beauty,  a  wide  range  of  itand- 
ard  colors  in  chip-proof,  fade-proof  'xiked- 
on  enamel  and  the  exclusive  Foldinc  feature 
guarantees  customer  appeal. 

Send  the  coupon  for  literature  and  our  profit¬ 
making  deal. 


Ron-del,  Inc. 

Ptnthotn*/  Ret«rv«  loan  Life  Building 
Dallas,  Toxas 

Sond  ma  your  latost  litoroturo  and  informotion  on  haw  I  eaa  oioha 
good  profits  with  your  awning  lino. 


Nama . 

Addross . . . 

City . Stata . 

I  am  a  doalar  Q  Distributor  Q 
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DEALERS  WANTED  EVERYWHERE 

for  the  New 


Fits  All  Types  of  Doors 


Note  these  points  of  superiority: 


1.  Beautiful  Design.  Rich  in  eye  appeal  to  the  most  discriminating  buyer. 

2.  Anodized  for  permanence.  Protects  against  corrosion  and  pitting. 

3.  Made  of  highly  tempered  Aluminum.  Will  not  bend  easily. 

4.  Girder  type  construction.  Each  piece  of  metal  reinforces  the  next. 

5.  Protection  where  protection  is  needed.  No  unprotected  areas  in  the 
ANO-Brite. 

6.  Choice  of  Bright  Chrome  like  finish,  or  satin  finish  which  blends  in 
perfectly  with  anodized  doors. 

7.  Economically  priced.  No  longer  a  luxury  item. 

PHONE,  WRITE  or  WIRE  for  FREE  sample, 
price  lists  and  descriptive  literature. 

WEBSTER’S  HOME  SPECIALTIES 

Telephone 

5497  Schaefer  Road  ttSil  Dearborn,  Michigan 


Dealer's  Personality  Con 
Increase  His  Sales 

The  sparkplujr  for  a  i)rotital)le 
venture  is  the  per.sonality  of  the 
owner.  His  intere.st  in  his  i)roject 
transmits  it.self  to  his  employees 
and  his  customers.  When  he  works 
for  the  total  >rood  of  the  company 
...  to  the  extent  of  throwing  away 
the  time-ckx'k,  .studying  his  cus¬ 
tomers’  need.s,  carefully  analyzing 
reaction  of  merchandise  and  adver¬ 


tising,  and  the  many  other  impor¬ 
tant  elements  of  his  busine.ss  .  .  . 
he  is  very  liable  to  hit  the  jackpot. 

The  customer  reaction  to  such  an 
interest  is  spontaneous.  The  fact 
that  the  dealer  has  taken  the  time 
to  find  out  the  desires  of  his  cus¬ 
tomers  ;  has  taken  steps  to  provide 
ju.st  what  they  demand;  and  be¬ 
cause  they  feel  that  they  are  being 
considered  thoughtfully  .  .  .  they 
are  prone  to  giving  their  trade  to 
his  competitors. 


On  The  House 

(Continued  from  Page  52) 

number — about  35  per  cent — re¬ 
ported  they  planned  some  moderni¬ 
zation  work  this  year. 

He  said  that  the  most  frequently 
mentioned  home  improvement 
proje(>ts  were  the  remodeling  of  a 
kitchen  or  adding  a  new  one,  addi¬ 
tion  or  (lolling  up  of  the  basement, 
installation  of  new  automatic  heat¬ 
ing  systems,  new  screens  and  storm 
windows,  new  bathroom  equip¬ 
ment,  new  roofing  and  remodeling 
of  a  porch  or  vestibule  entrance. 

“Under  today's  price  and  mate¬ 
rial  pressures  modernization  will 
continue  to  l»e  a  practical  means 
for  the  average  family  to  satisfy  the 
urge  for  a  better  home,”  he  added. 

Ample  Aluminum 

(Continued  from  Page  33) 

mary  aluminum  than  was  produced 
in  this  country  in  any  year  prior  to 
World  War  II.  This  commitment 
was  made  by  the  U.  S.  primary  pro¬ 
ducers  without  any  guarantees  at 
all  that  single  pounds  of  this  alu¬ 
minum  will  be  taken  either  by  the 
fabricators  or  the  Government  dur¬ 
ing  the  fifteen  years  in  que.stion.” 

One  of  the  most  .significant  fea¬ 
tures  of  the  new  Reynold.s  plant, 
Mr.  Lar.son  said,  is  that  it  empha¬ 
sizes  the  importance  of  the  Gulf 
Coast  area  as  a  major  aluminum 
center.  He  said  that  the  greate.st 
portion  of  the  pre.sent  expansion 
is  located  in  the  Gulf  Coa.st  area. 

“Of  the  785,000  tons  of  alumi¬ 
num  capacity  exi.sting  prior  to  the 
expansion  program,  only  about  23 
per  cent  was  from  plants  located 
in  the  Gulf  Coa.st  States  of  Texas, 
Arkansas,  and  Alabama.” 

“Of  the  655,000  tons  which  will 
lie  produced  under  the  current  ex¬ 
pansion  program,  all  but  138,000 
tons  are  located  in  these  States 
with  the  addition  of  Louisiana. 
When  the  program  is  completed, 
over  40  per  cent  of  all  the  primary 
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aluminum  produced  in  the  United 
States  will  come  from  plants  in 
Texas,  Louisiana,  Arkansas  and 
Alabama.” 

In  an  informal  pre.ss  interview 
prior  to  his  address,  Mr.  Larson 
di.scu.ssed  the  national  .stockpile 
with  rei)orters. 

As  far  as  the  stockpiling  of  alu¬ 
minum  is  concerned.  Mr.  Lar.son 
.stated  that  the  completion  of  the 
expansion  program  will  give  the 
nation  enough  “lead  time”  to  make 
any  big  metal  reserve  unneces.sary. 
He  said  the  pre.sent  policy  of  .stock¬ 
piling  bauxite  ore,  which  comes 
through  vulnerable  shipping  lanes, 
is  consi.stent  with  the  nation’s  mili¬ 
tary  .security. 

R.  S.  Reynolds,  Jr.,  told  reporters 
that  “there  will  lx?  plenty  of  alu¬ 
minum  in  the  fourth  (|uarter.”  He 
.said  that  aluminum  supi)lies  would 
continue  to  increa.se  but  that  the 
industry  would  develop  enough 
markets  to  ab.sorb  production. 

Wilson  Statement 

Meanwhile,  I.  W.  Wilson,  presi¬ 
dent  of  Aluminum  Company  of 
America,  .said  recently  that  the  alu¬ 
minum  indu.stry  would  probably  be 
“scratching  for  more  production 
capacity”  when  the  nation’s  econ¬ 
omy  returns  to  normal,  rather  than 
worrying  about  what  to  do  with  its 
aluminum  supply. 

Speaking  before  a  meeting  of  the 
New  York  Society  of  Security  An¬ 
alysts,  Mr.  Wilson  .said  there  is  an 
“apparent  easing  of  the  aluminum 
shortage”  which  had  prevailed  for 
.some  months.  He  indicated  three 
main  reasons: 

1.  The  .stretch-out  of  the  military 
program,  which  has  reduced  cur¬ 
rent  military  needs; 

2.  Mal-di.stribution  of  aluminum 
as  a  result  of  the  inflexibility  of 
allocations  under  CMP;  and 

.‘5.  The  bringing  into  production 
of  new  capacity  under  the  indus¬ 
try’s  expansion  program. 

“In  le.ss  than  two  years,  this  na¬ 
tion’s  dome.stic  aluminum  capacity 
will  be  able  to  produce  nearly  three 
billion  pounds  of  aluminum,”  he 
{Continued  on  Page  57) 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Cheek  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
fine.st  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  sieelling  than  con¬ 
crete! 

REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world's  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  arc  the 
finest  quality  obtainable. 

THE  CAMPBELL  SASH  WORKS 


2409  WILSON  AVENUE 


CAMPBELL,  OHIO 


Phone:  32615 


Band  Sawn-Premium  Quality 

You  may  use  ihe  expi-rience  we  have  gained  over  man) 
ve.'ir-  supplying  iiiiiiliinution  window  and  door  manii- 
faelurers.  Guaranteed  sliipmenls  on  regular  seliedule-. 

Let  U8  help  you  solve  your  proldenis. 

Direct  Mill  Shipments  Only 
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Q444iom  mcute>  ta  if044A  6fijecllicail04ti 

REXTRUDE 

SPLINE  &  liLAZINfi  CHANNELS 


Rtxtrude*  Spline  t  dozing  CHonnol 
hos  mony  yeors  of  resoorch  ond  ospo- 
ritnce  behind  its  monufocture.  This 
qMoiity  ond  lcnew>how  insures  fhe  su* 
perierity  of  screens,  windows  ondcom- 
binotions  .  ,  «  it  is  normoHy  mode  on  o 
custom  bosis  to  meet  porticulor  speci- 
ficolions.  Tor  further  detoils,  descrip* 
five  informotion  ond  somples  write  to 
Dept.  B-2. 


’R*q  U  S  Pdf  Off 

THE  REX  CORPORATION 


51  Londsdowne  Street 


Cambridge  39,  Moss.,  Phone:  TRowbridge  6-1374 


Improving  The  Salesman's 
Dollar  Appeal 

How  can  your  salesmen  improve 
their  dollar  appeal,  their  personali¬ 
ties,  their  orders  and  your  volume? 
Here  are  some  lessons  —  slanted  to 
your  salesmen  —  that  you  can  pass 
aloiiK  to  help  them  help  themselves. 

1.0 pen  every  conversation  with 
a  compliment.  2.  Say  “hello”  plus. 

I  :L  Analyze  your  sales  fears.  Sales 
people  have  three  principal  fears. 
F'ear  of  people;  fear  of  not  know- 
injr  what  to  say ;  fear  of  not  getting 
the  order.  Analyze  them.  Break 
them  down  into  their  separate  and 
understandable  parts,  the  answers 
will  come  running.  4.  Cultivate 
business  knowledge.  Read  the  trade 
magazines  in  your  field  religiously. 
Read  the  busine.ss  and  financial 
pages  of  your  leading  newspapers 
every  day.  Develop  a  business  file 
of  news  clippings  for  immediate 
or  future  reference.  5.  Cultivate 
successful  appearance.  6.  Memorize 
'  s(des  facts.  Know  your  product. 

—  ll’m  J.  Tobin  in  Printer's  Ink 


3edco  predentA . . . 


with  pride 


THE  (;RE.4TEST  ADVANCEMENT  TO  DATE  IN 


FKIH  ()  the 
ih.itniMon  of  them  all . 

KKI>H)  will  set  the  stand 
ard  for  the  storm  window 
industry  . 

KKIK'O  is  quality. 

fully-extruded  w  ith  smart, 
sinisith  lines:  tK»>ilive,  over 
all  iiiterl'»ckin^{  weather- 
seal  . 

hKiH'O  has  U't'lded  cor- 
tiers,  rigid  construction,  po¬ 
sition  locking  inserts,  ex¬ 
tra  wide  overlap  frame, 
simplitied  installation  .... 

KKDCO  telescope  •  liottum 
eliminates  fitting  problem 
SiR'Cial  “weeiH*rs”  drain  ot? 
any  water  st*epage . 

KKIX'O  knows  no  problem 

of  >i2e  ...  IS 
tailored  to  fit  windows  ami 
rnclobures  of  every  descrip- 


Z)rack 


cp4U~c4luminum 


Combina  tionA 


It’s  the  smoothest  job  the  industry 
has  seen.  Every  feature  .  .  .  but  no 
gadgets.  Elegant  .  .  .  but  priced  to 
click  off  sales. 

And,  the  slickest,  simplest,  quickest  in¬ 
stallation  ever.  Start  enjoying  your  storm 
xcindozv  business  note! 


CALL  OR  WRITE  NOW  I 


Tfl.:  VI.  .1-21011 


«.")  E.  MERRICK  RD.  VALLEY  STREAM.  L.  !„  N.  Y. 


T 

KKI)KR.\L  SCREEN-  &  S.^SIl  CO.  (Dept.  B  1)  I 

S5  E,  Merrick  Rd.,  Villey  Stream,  I..  1.  I 

Please  send  the  complete  story  on  FEDCO. 

DE-M-ER: .  I 

ADDRESS .  I 

CITY  &  STATE . PER .  i 
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Salesman  Has  To  Dream 

Charley,  in  Arthur  Miller’s  Pul¬ 
itzer  prize  winning  play,  “Death  of 
a  Salesman,’’  says:  “Willy  was  a 
salesman,  and  for  a  salesman,  there 
is  no  rock  bottom  to  life.  He  don’t 
put  a  bolt  to  a  nut,  he  don’t  tell 
you  the  law  or  give  you  medicine. 
He’s  a  man  way  out  there  in  the 
blue,  riding  on  a  smile  and  a  shoe- 
shine.  And  when  they  start  not 
smiling  back — that’s  an  earth¬ 
quake.  ...  A  salesman  has  got  to 
dream,  boy.  It  comes  with  the 
territory.’’ 

*  «  « 

Ample  Aluminum 

(Continued  from  Page  55) 

said.  While  Alcoa  is  adding  more 
than  50  per  cent  to  its  pre-Korea 
aluminum  smelting  capacity,  oth¬ 
ers  in  the  industry  are  growing, 
too,  Mr.  Wilson  said.  “Giving  effect 
to  the  projected  additions  by  other 
producers,’’  he  stated,  “Alcoa  will 
have  about  40  jxir  cent  of  the  do¬ 
mestic  industry’s  smelting  capacity 
by  the  end  of  1953. 

Ornamental  Iron 

(Continued  from  Page  39) 


BOOST  YOUR 
VOLUME  WITH 


Stock  Up! 


Cash  in  on  the  Screen  Market! 

►  There’s  a  lot  of  money  to  be  made  sell¬ 
ing  screens  — and  Wilson  dealers  are 
making  it  in  today’s  huge  replacement 
market.  These  fast  selling  Wilson  Screens 
are  now  available  at  the  lowest  prices  ever 
offered  for  a  quality  product.  Get  your 
share  of  screen  business  — stock  up  now. 


^INO 


Otvsj 


HALF  SCREENS 
for  double  hung  windows 

Economical  half  screens 
for  any  size  window.  Lift 
and  tw*>  Hi'  aluminum  "U” 
cracks  included. 


LOOK  AT 

THESE 

FEATURES 


ALUMINUM  SCREENS 
for  metal  casements 

Available  in  sizes  to  hi  all  stand¬ 
ard  metal  casements.  Special 
clips  and  screws  furnished. 
Hoxed  and  ready  to  ship  in 
quantities  of  12  per  box. 


•  STURDY  —  Precision  made,  heavy  gauge 


tubular  aluminum  frames,  plastic  spline,  alumi¬ 
num  wire.  Reinforced  corners. 

•  DURABLE  —  Last  a  lifetime  without  paint¬ 
ing.  Stainproof,  cannot  rust,  warp  or  rot. 

•  ATTRACTIVE  —  Slender,  graceful  styling. 
Natural  lustre  blends  with  any  color  scheme. 


In.'^tallation  is  relatively  simple. 
On  stock  railings  many  customers 
will  do  the  installation  them.selves. 
Custom  railings  come  ready  to  set 
in  place  and  are  usually  drilled  in 
advance  by  the  manufacturer  so 
that  the  parts  can  be  bolted  to¬ 
gether  without  any  difficulty.  Usu¬ 
ally  it  is  neces.sary  to  specify 
whether  the  columns  or  rails  are 
to  be  installed  on  a  wood  or  con¬ 
crete  Hoor. 

If  the  installation  is  to  be  on 
wood  parts  are  included  in  the 
shipment  (or  welded  to  the  bot¬ 
toms  of  the  posts)  which  permit 
the  railings  or  columns  to  be 
screwed  to  the  steps  or  porch  floor. 
Where  the  installation  is  intended 
for  concrete  the  posts  are  sunk 
into  holes  made  with  a  .star  drill 
and  held  in  place  with  fresh 
(Continued  on  Page  58) 


FULL  LENGTH  SCREENS 
for  double  hung  windows 

Heavy  I'  aluminum  sec¬ 
tions.  Extra  rigid  frames 
eliminate  need  fur  cross 
bars  even  on  the  largest 
screens.  Available  in  any 
size.  Top  hangers  and  bot¬ 
tom  fastener  included. 


•  QUICKLY  INSTALLED-Go  on  in  a 

jiffy.  Lightweight,  easy  to  handle. 


LIBERAL  DISCOUNTS- 
IMMEDIATE  DELIVERY 


L.  S.  WILSON  MFC.  CO. 

2300  S.  WESTERN  AVE.  •  CHICAGO  •,  ILLINOIS 


The  NEW 

QUINCY  Tripl- Glide 

Three-Track  Aluminum  Combination  Window  is 
now  being  market  tested  in  ten  eastern  cities. 

Watch  for  full  details  in  an  early  issue  of  BUILDING  SPECIALTIES. 

HESS  MANUFACTURING  COMPANY 

Quincy,  Pennsylvania 
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CCNNEAUT’/ 


•  Custom 
Engineering 

•  Custom 
Compounding 

•  Custom 
Extruding 


•  BETTER  SPLINE 

•  BETTER  CHANNEL 

•  BETTER  STRIPPING 

FOR 


BETTER 

STORM 

WINDOWS 


Conneaut  specializes 
in  vinyl  extrusions 
for  the  storm  window  industry. 
Conneaut  is  fully  equipped  todesij'n, 
compound,  and  extrude  any  profile 
in  any  length.  This  triple  custom 
service  assures  you  of  the  exact  extru¬ 
sion  for  your  window  —  assures  ypu 
of  a  permanently  dust-tight,  rain¬ 
tight,  wind-tight  window. 

Write,  today,  for  details! 

44?.: 


CCNNCAUT 

RUBBER  &  PLASTICS  COMPANY 

Dept.  B  Akron  9,  Ohio 

"experts  in  extrusions" 


Aluminum  Air  Seal  Mfg.  Co.  Celebrates  Installation 
Of  Gigantic  New  Extrusion  Press 


Regional  plant  representatives  of  Aluminum  Air  Seal  Mfg.  Co.  who  came  tc 
Youngstown,  O.,  to  observe  the  new  press  which  will  supply  their  extrusions  henceforth. 
Front  row  extreme  right,  W.  L.  Bonnell,  V.P.;  C.  L.  Webster,  Gen.  Mgr..  secon<l  from 
right,  M.  No<ller,  Sec'y,  third  from  right.  Bock  row,  third  from  left,  E.  Katxman,  Pres. 


Poor  Salesmen  Are 
Like  Corks  In  Bottles 

During  a  recent  addres.s  before 
the  Rotary  Club  of  Chicago.  R.  S. 
W'illiam.s.  general  .supervi.sor  of 
sale.s  i)romotion  for  the  Interna¬ 
tional  Harvester  Co.,  .said: 

“Salesmen  and  salesmanship, 
svtakened  by  the  .scarcities  of  the 
war  years  which  made  most  selling 
unneces.sary,  are  among  the  great¬ 
est  needs  of  business  today. 

“(oshI  management  expres.ses  it- 
.self  in  a  hundred  ways,  but  in  no 
way  so  importantly  as  is  the  selec¬ 
tion  and  training  of  .salesmen.” 

Mr.  Williams  reminded  his  audi¬ 
ence  that  salesmen  are  the  repre- 
.-entatives  of  business  and  that 
during  interviews  they  are  the 
company  they  represent. 

He  compared  pcandy  trained 
.salesmen  to  corks  in  the  necks  of 
bottles,  plugging  up  openings 
through  which  goods  and  services 
mu.st  flow  from  manufacturer  to 
consumer.  He  pointed  out  that  such 
men  can  back  up  and  nullify  the 
work  of  thousands  of  workers  all 
the  way  to  raw  material  sources. 

Mr.  Williams  .said  that  a  com¬ 
pany’s  inve.stment  in  salesmen  is 
more  important  than  its  invest¬ 


ment  in  plants,  buildings  or  prop¬ 
erty  and  urged  that  salesmen  be 
trained  as  merchandi.sers  and  busi¬ 
nessmen  who  understand  their 
companies  and  their  customers. 

*  *  ♦ 

Ornamental  Iron 

(Coiitinind  from  Page  57) 

concrete  or  melted  lead.  Some  man¬ 
ufacturers  weld  a  lug  on  the  bot¬ 
tom  of  the  newel  post  to  eliminate 
the  need  for  using  concrete  or 
melted  lead.  The  lug  is  drilled  for 
a  standard  lag  making  it  possible 
to  u.se  lead  expanders. 

W’hile  the  bulk  of  the  dealer’s 
.sales  will  be  cu.stom  work  which 
is  ordered  from  the  manufacturer, 
it  is  po.ssible  to  carry  a  certain 
amount  of  standard  .stock  railings 
for  over-the-counter  .sales.  Since 
there  are  only  about  three  stock 
sizes  he  can  satisfy  this  type  of 
trade  promptly  and  efficiently  with¬ 
out  any  heavy  inve.stment  in  inven¬ 
tory. 

Although  the  home  owner  mar¬ 
ket  will  offer  the  dealer  his  great¬ 
est  potential,  he  should  not  neglect 
the  po.ssibilities  in  the  new  con¬ 
struction  field.  Builders  are  excel¬ 
lent  prospects  for  railings  and  col¬ 
umns  as  well  as  mi.scellaneous 
ornamental  ’•on  products.  Railings 
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and  columns  are  used  on  both  pri¬ 
vate  homes  and  apartment  houses. 
One  sale  to  a  builder  may  run  into 
thousands  of  dollars.  In  many  cases 
the  contractor  will  prefer  to  have 
the  dealer  do  the  installation  work. 
In  large  projects  ornamental  iron 
gives  the  builder  the  easie.st  and 
least  expensive  method  of  v'arying 
the  monotony  of  homes  which  often 
look  .so  much  alike  that  consumer 
resistance  slows  down  .sales. 


Work  With  .4rchitects 

The  alert  dealer  will  not  fail  to 
work  with  architects  in  his  local¬ 
ity  and  encourage  them  to  specify 
the  .style  of  ornamental  iron  that 
he  carries. 

Considering  the  fact  that  orna¬ 
mental  iron  has  both  decorative 
and  practical  value  at  a  relatively 
mode.st  co.st,  it  is  not  surprising 
that  this  product  has  great  appeal 
both  to  the  home  owner  and  the 
dealer. 


You’d  Never  Make  a  Sale 


GET  ALL  3 

1.  Triple-Truck 

2.  Interlocking  Inserts 
3.  Reflector  Frame 


mORT^ 

4th  &  GIRARD  AVE..  PHILA. 


Territories  still  open  for  goo? 
reliable  dealers  in: 

•  PENNSYLVANIA  •  DELAWARE 

•  NEW  JERSEY  •  MARYLAND 

•  WASHINGTON,  D.  C. 

Over  52  Yeors  Serving  fhe  Bui/ding  Trade 

MArket  7-4426 


That  is,  of  course,  if  they  were  going  to  be  used  as  Storm 
Windows.  From  a  material  standpoint  —  we're  sticking  with 
aluminum,  in  spife  of  the  shortages. 

"Performance  is  proof"  that  is  why  we  back  every  STOACO 
installation  with  a  factory  "Bond  of  Protection"  guarantee.  Com¬ 
plete  assurance  to  the  customer  of  STOACO's  superiority. 

Smooth  triple  track  operation  and  interlocking  meeting  rail 
makes  a  whale  of  difference.  Dealers  records  prove  minimum 
service.  One  of  the  reasons  a  STOACO  franchise  is  so  valuable. 


"MNLT  fOK  IHf  WIATHCR  TO  LAST  PO«rVM" 


V 

Mr.  Dealer:  Exclusive  Territory  Now  Available. 

“PILGRIM” 

“MIRACLE 

CRIP’  RAILING 

Potent  applied  for 

One  of  the  most  important  inventions  of  recent  years^ 

Miracle  Grip"  makes  aluminum  railings  available  to  all  dealers  at  reasonable 
prices.  Successfully  sold  in  the  Pittsburgh  areo  since  1950. 

Now  ready  for  ANY  maiket.  With  this  new  idea,  the  railing  industry  is  simplified  so  thot 
o  novice  can  start  off.  Profitable.  No  Welding  Ever.  100%  mark-up. 

It’s  new,  revolutionary  and  foolproof.  100%  mark  up  —  You  assemble  or  we  assemble 
AN  IDEAL  K.D.  PRODDCT  'wir7‘  L.  W.  CREMEIVS 

ASSEMBLED  WITH  SIMPLE  TOOLS  OR  922  t.  Ohio  st.  Pitt.burgh  12,  r«. 

PHONE  Alloghonr  1-1141 
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WEATHERALL  Jl-dmUm 


SCREEN  and  STORM  SASH 


-the  EASIER  WAY  to 

mooen 

PROFITS  f 


d|l  REX  "Windows  Inc. 

BOX  1796,  COLUMBUS  16,  OHIO 


Cheek  these  advantages... 
I^RITE...W^IRE...or 
PHONE  us  today 

^'ear  ’round  self-storing  tonvenienie. 

Screen  or  storm  sash  raises  or  lowers  to  any 
lesel  instantly  with  finger  pressure.  No 
levers,  latches,  catches,  ratchets  or  other 
operating  hardware. 

Rugged  frame  lip  fits  almost  till  douhle-hung 
primary  windows  with  no  special  installa¬ 
tion  work. 

All  sash  inserts  changed  from  inside  in  20 
seconds  or  less.  A  child  can  do  it. 


Easiest  possible  installation  —  ideal  for  low 
cost  profit-boosting  "install  it  yourself"  sales 
direct  to  home-owners. 

Quick,  easy  re-gla/ing  or  re-screening. 


Quick,  easy  opening  at  any  time;  for  mop 
dusting,  sill  cleaning  or  other  access. 
Positive  interlock  at  meeting  rail. 

Rigid  permanent  extruded  aluminum  —  no 
maintenance  or  painting.  No  locks  or 
gadgets  to  get  out  of  order  —  service-free! 
No  fitting  problems  on  out-of-true  windows. 
Low  est  Knocked  -  Down  prices  for  all- 
weather  aluminum  screen  and  storm  sash  of 
comparable  quality. 

A  tried  and  prosed  window  in  every  detail. 


DEALERS  . . .  K.  D.  OPERATORS  YOVHh  IN  BrSINFSS,  uiih  muxi- 

mum  prt>Ht  |>otentiaI  and  minimum  investment  \shen  you  handle  the  ness  Kex 
^'FATHFRAI-I-  combination  sireen  and  storm  \s  indoss s.  ('hoice  territories 
available  on  a  franchise  basis. 


Conn.  Dealer 

(('ontiiiiicd  trot)!  Pane  40) 
.stationery,  .si^ns,  and  trucks. 

The  enclo.sed  return  prepaid  card 
leaves  space  to  check  oflf  a  cus¬ 
tomer’s  special  interests  or  .services 
desired  and  in  the  envelope  Koes 
supplementary  printed  matter  pro¬ 
vided  by  the  manufacturer. 

It  is  e.stimated  that  the  22,000 
home-owners  in  Stamford  are  cir¬ 
cularized  by  this  means  at  least 
once  a  year,  while  all  of  the  525,000 


residents  of  prosperous  L'airtield 
County  can  often  find  .some  token 
from  the  firm  in  their  mailing 
boxes. 

“This  type  of  .solicitation  works 
like  a  charm,”  points  out  Paul  E. 
Heaudry,  president.  “I  know  that 
we  can  trace  817  jobs  from  this 
source  alone  last  year  and  over  the 
past  10  years  we’ve  been  able  to 
obtain  about  7400  orders  through 
this  effort.” 

When  the  company’s  salesmen 


are  not  occupied  following  up  leads 
obtained  in  this  manner,  they  call 
on  past  accounts  to  see  how  the 
installation  is  bearing  up  or  to  ob¬ 
tain  from  cu.stomers  names  of  their 
friends  for  future  appointments. 
In  this  respect  the  firm  has  found 
it  profitable  to  issue  profit-sharing 
coupons  booklets  to  customers  con¬ 
taining  return  prepaid  postcards 
for  leads  and  any  tran.sactions  of 
more  than  $100  .so  resulting  means 
a  reward  of  commission. 

Heau-Craft  has  also  found  it  ad¬ 
vantageous  to  buy  time  over  local 
radio  station  WCTC.  The  company 
sponsors  the  weather  reports  and 
the  commercial  is  timed  to  current 
weather  conditions,  p'or  example  if 
it’s  rainy  or  stormy  the  announce¬ 
ment  may  be  on  storm  windows, 
during  a  cold  spell  on  mineral  wool 
insulation  and  so  on. 

Classified  Ads 

Newspaper  advertising  consists 
of  small  cla.ssifieds  which  are  in¬ 
serted  daily  in  the  “Stamford  Ad¬ 
vocate”  as  well  as  small  display  ads 
in  the  F’airfield  County  papers,  but 
these  are  con.stant  to  get  the  full 
benefits  of  repetitious  advertising. 

The  company  is  also  represented 
annually  at  home  shows  such  as 
the  Danbury  F^air,  the  Bridgeport 
Home  Show,  and  Stamford  Home 
and  Indu.stry  Show.  Besides  taking 
an  attractive  booth,  the  firm  also 
gets  a  lot  of  favorable  publicity 
through  awarding  free  prizes.  At 
the  Stamford  show  a  $150  insula¬ 
tion  job,  kitchen  sink  and  Modern- 
F'old  door  were  awarded  to  the  first 
three  door  prize  winners.  Per.sons 
regi.stering  for  this  competition 
also  fill  out  their  name  and  addre.ss 
which -makes  another  useful  addi¬ 
tion  to  the  mailing  li.st.  And  com¬ 
plimentary  tickets  of  admi.ssion  to 
the  show  are  frequently  mailed  to 
special  customers. 

Beau-Craft’s  .staff  of  11  .sale.s- 
men  work  under  a  .straight  com- 
mi.ssion  ranging  from  12  to  15% 
depending  on  production,  with  the 
.salary  extending  from  $5,500  to 
$7,000  per  year.  This  plan  has  been 
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found  to  be  more  advantageous 
than  profit-sharing  and  the  men 
like  this  system  so  well  that  they 
remain,  the  average  length  of  ten¬ 
ure  being  5  years. 

A  contest  for  the  best  producer 
is  held  each  year  with  those  hit¬ 
ting  a  volume  of  $50,000  or  more 
being  rewarded  with  a  10-day 
cruise  to  Bermuda  with  wife’s  ex¬ 
penses  included. 

Four  .staff  meetings  are  held 
monthly  and  four  luncheon  .sessions 
during  the  year. 

The  installation  work  is  left  to 
a  crew  of  16  to  30  men  the  num¬ 
ber  varying  with  the  .season  and 
amount  of  production  on  hand. 
They  operate  from  3  trucks  work¬ 
ing  out  of  the  company  warehouse 
which  is  adjacent  to  the  3-.story 
building  in  the  city’s  busine.ss  .sec¬ 
tion.  Of  the  20,000  .square  feet  in 
the  structure,  one-fourth  is  rented 
out  to  another  business. 


a 

window 

that 
will 
last  a 
lifetime 


1 


Three  Sections 

The  firm  was  e.stablished  in  1941 
and  incorporated  in  1948  with  the 
following  officers  besides  Mr. 
Beaudry:  James  Bonomo,  vice 
president;  Stephen  M.  Pokorny, 
.secretary;  and  Leslie  F'illmore, 
treasurer. 

The  business  is  divided  into  three 
main  .sections,  each  headed  by  a 
manager  and  consi.sting  of :  first, 
roofing,  siding  and  insulation ;  .sec¬ 
ond,  kitchens  and  remodeling;  and 
third,  folding  doors,  combination 
windows,  porch  enclosures.  For  the 
folding  doors  there  are  5  sub-deal¬ 
ers  authorized  throughout  the 

Mr.  Beaudry  also  attributes 
much  of  his  busine.ss  succe.ss  to  his 
civic  leadership  in  Stamford.  He  is 
the  city’s  .sewer  commi.ssioner, 
chairman  of  commercial  division  of 
the  Red  Cro.ss  Community  Che.st, 
was  chairman  of  the  .scrap  drive 
during  the  last  war,  and  is  al.so  an 
official  of  fraternal  groups.  In  in¬ 
dustry  circles  he  is  well-known, 
having  formerly  been  president  of 
the  Fairfield  County  chapter  of 
Nersica. 


Anyway  you  look  at  it  the  ABC  Jalousie  window 
is  tops  in  the  market  today  — All  Balanced  Control  gives 
you  easy  efficient  louver  operation... heliarc-welded  at 
the  corners  for  extra  strength... wide  precision  cut 
glass  louvers  for  better  vision  and  ventilation... 
advanced  weatherstripping  method  that 
eliminates  the  air  and  water  infiltration  factor. 


Mmia 


The  choice  of  leading 
architects  everywhere 


FLORIDA 


The  firm’s  modernized  quarters 
are  expected  to  be  completed  .some¬ 
time  in  1953  when  it  will  be  reno¬ 
vated  into  a  Home  Improvement 
Center.  When  completed  it  will  be 
a  shopping  center  for  all  home  im¬ 
provement  .services  where  every 
item  and  every  .service  for  home 
furnishing,  maintenance  and  im¬ 
provement  can  be  obtained. 

Space  will  be  available  to  ten¬ 
ants  for  a  complete  showing  of 
heating,  electrical  and  plumbing 
fixtures,  home  furni.shing.s,  roof¬ 
ing,  siding,  appliances,  housewares, 
interior  decorations,  etc. 
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The 

Venetian  Blind 
Business 


/  Read  how  this  product  fits 

/ 

/  in  with  your  other  specialties 

/ 
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BUILDING  SPECIALTIES 


COMPLETE 

ALUMINUM  WINDOWS 

ANY  SIZE 


Attention:  EAST  COAST! 

We  have  in  stock  for  immediate  delivery  sizes  popular 
in  eastern  cities.  Specials  to  order  in  one  week.  Our  price 
completely  glazed  and  lumite  screened  is  $8.00  F.O.B. 
our  plant. 

WRITE  —  WIRE  —  PHONE  Girard,  Ohio,  59421 
Temptite  Division 

ALADDIN  MANUFAaURING  (OMPANY 


1510  South  State  Street 


Girard,  Ohio 


I  CONSTRUCTION  ' 
REMOOEIING^) 

IP 

You  can  build  extra  roluoie  FAST  with 
ShoOoCo'i  profitable  line  of  shower 
doors,  tub  enclosures,  ond  daylight 
shower  stalls!  Finest  in  the  country, 
beautiful  as  well  as  practicol,  these 
enclosures  odd  luxury  to  any  bathreom. 
Yef  the  prices  arc  design^  for  the 
"average"  budget,  with  "abewe  the 
average"  proFils  for  you! 


Double  Rollaway  Tub  Enclosures  install  on  any 
wall  surface  without  screws  or  drilling!  Auto¬ 
matic  interlocking  parts  form  a  rigid  unit  that 
fits  any  size  opening.  Adjustable  jambs  on 
shower  doors  compensate  for  any  out-of¬ 
plumb  walls — insure  quick  and  easy  installa¬ 
tion. 

Write  today  for  detailed  information  on  this 
great  line. 


Of  AhdCRICA 


973  7t«cKtr»«  SPrMt,  N.  I 


*  tig  ^fgttgmg  ^gtigggmg* 


Phony  Companies 

(Continued  from  Page  41) 

haps  the  firm  changed  names, 
assuming  no  responsibility  for  pre¬ 
vious  business.  As  for  the  “instal¬ 
lation”,  the  less  said  about  it  the 
better,  and  the  total  effect  on  the 
industry  as  a  whole  is  anything  but 
pleasant. 

Ways  and  means  were  discussed 
at  this  particular  sales  meeting, 
and  it  was  agreed  that  corrections 
should  be  made  from  within  the 
organization.  The  first,  and  cer¬ 
tainly  the  most  important  step  to 
take,  was  for  the  established  deal¬ 
ers  to  write  letters  to  the  newspa¬ 
pers  condemning  such  practices, 
which  the  papers  would  be  only  too 
glad  to  publish.  This  to  be  followed 
by  re-heading  their  display  adver¬ 
tisements,  suggesting  that  buyers 
KNOW  the  dealer,  and  that  they 
can  DEPEND  on  service  and 
square  dealings. 

Sales  Organization 

Next  in  importance,  and  not  to 
be  overlooked,  was  the  “book” 
thrown  at  the  .sales  organization: 

Sell  your  product. 

Sell  yourself. 

Sell  the  house. 

Don’t  make  impo.ssible  prom¬ 
ises. 

You  may  have  to  call  back. 

Cancellations  MUST  be  avoid¬ 
ed. 

Your  actions  reflect  on  the 
house,  so  .  .  . 

KEEP  IT  CLEAN! 

No  progressive  organization  has 
neetl  to  re.sort  to  underhanded  and 
unethical  practices,  because  this 
practice  leads  to  only  one  thing. 
Failure.  The  product  is  sub.stantial, 
the  buyers  are  waiting,  and  a  clean 
selling  job  is  assurance  of  future 
prosperity.  A  wide-awake  sales- 
manager  checks  and  double-checks 
ALL  orders  BEFORE  installation, 
so  that  there  is  no  misunderstand¬ 
ing  between  salesman  and  house. 
It’s  a  good  policy,  and  one  to  be 
followed. 
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Porch  Enclosures 

{Cmitiniied  from  Page  43) 

porch.  Then  frames  are  made  of 
extruded  aluminum  lengths  or 
channels  to  lit  these  measurements. 
At  the  same  time  glass  and  screen 
inserts  are  made  for  these  frames. 

The  units  are  so  made  that  they 
fit  together  side  by  side  either  with 
or  without  connecting  aluminum 
posts  or  mullions.  In  addition  they 
may  al.so  be  held  in  place  by  special 
channels  at  the  top  and  bottom 
which  extend  over  all  the  units 
along  the  length  of  one  wall.  Caulk¬ 
ing  is  usually  used  at  all  points 
where  the  aluminum  channels  touch 
the  masonry  or  wood.  Where  no 
bulkheads  or  walls  have  been  erect¬ 
ed  and  the  unit  extends  from  ceil¬ 
ing  to  door  a  cross  bar  or  channel 
may  be  used  to  divide  the  frame  in 
half  so  that  the  inserts  will  not  be 
too  large  to  be  easily  handled. 

Porch  units  whether  made  up  of 
special  or  regular  units  can  be  a 
.source  of  considerable  profit  to  the 
ilealer  since  he  usually  has  to  in- 

ROLLED  ALUMINUM 

SCREEN  FRAME  AND  SPLINE 

Precision  roll  formed  from  3  SH-16  aluminum 

Design  based  upon  the  most  popular  profile  sec* 
tions  now  being  used  by  leading  fabricators  and 
KD  plants.  Easier  fabrication  ond  low  cost  puts 
you  in  line  with  any  competition. 

Send  for  FREE  SAMPLE  and  price  informotion 
stating  quantity  and  lengths  desired.  Available 
for  prompt  delivery  direct  from  our  own  mill. 
Minimum  order  of  10,000  feet  in  sizes  3  feet  to 
21  feet.  Packed  in  fibre  cartons. 


Write  R.  D.  WERNER  CO.  INC. 

Indusfrial  Division 

29S  FiHh  Avenue,  N.  Y.  16,  N  Y.  MU  6-2595 


Muutictuters  -  Basic  Aluminiiffl  Eitrusions  iml  Roll  formeil  Products 


TMtitNiAuf  York  IS  N  r  •  C'e*f>»ilir.  0"( 


stall  at  least  one  combination  door 
and  anywheres  from  6  to  8  win¬ 
dows.  This  is  not  far  short  of  the 
number  of  units  required  to  storm 
sash  an  entire  average  home. 

When  it  comes  to  theories  on  the 
best  sales  approach  to  the  home 
owner  there  is  a  definite  divergence 
of  opinion  among  dealers.  Some 
prefer  to  avoid  telling  pro.spects 
that  the  enclosure  will  provide  them 
with  an  extra  year  round  room  at 
less  than  it  would  cost  to  build  an 


addition  to  the  house.  They  prefer 
to  say  that  enclosing  the  porch  or 
breezeway  with  aluminum  combi¬ 
nations  will  make  it  more  comfort¬ 
able  and  extend  its  use  AS  A 
PORCH  through  a  longer  part  of 
the  year. 

In  the  late  spring  and  during  the 
summer  when  the  screens  are  in 
place  the  enclosed  porch  is  breezy, 
well  ventilated,  and  cool.  In  early 
spring  and  fall  when  the  air  is  still 
(Continued  on  Page  64) 


Best  Window  Oiier! 


REDUCED  PRICES! 

Combination  Window  with 
full  length  interlocking 
meeting  roil. 


$Q.OO 

and  up 


OVERNIGHT  DELIVERY! 

To  points  in  Middle  Atlan¬ 
tic  States. 

SMALL  INVESTMENT! 

Big  profits  on  nominal  ini¬ 
tial  outlay. 

EASY  INSTALLATION! 

A  quality  window  that's 
service-proof. 


COMBINATION  STORM  and  SCREEN 
in  ALUMINUM.  PICTURE-WINDOW  STYLL 


K.  D.  OPERATORS 

The  TRI-SEAL  Window 
is  composed  of  preci¬ 
sion  -  made  parts  for 
simple  assembly. 


A  few  choice  franchise  ter¬ 
ritories  still  available  for 
qualified  dealers. 


Write,  Phone  or  Wire  Today! 

CHARLES  CO. 

228  NEW  STREET  WALNUT  2-7808-3566  PHILADELPHIA,  PA. 


the 

TRI-SEAL 

Two-Track  with  Stowaway 


IMMEDIATE  DELIVERY 


Air  Master  co 


18th  St.  at  LEHIGH  AVE. 
PHILADELPHIA  32.  PA. 

Phone:  BAldwin  3-7100 


BUILDING  SPEGALTIES 


Porch  Enclosures 

(Continued  from  Page  63) 


nippy  and  the  glass  panels  of  the 
enclosure  are  in  place  an  electric 
heater  will  keep  the  new  room  cozy. 
Furthermore,  the  glass  panels  keep 
out  the  rain  and  eliminate  the  ne¬ 
cessity  of  dragging  porch  furniture 
inside  the  house  in  bad  weather  or 
when  nobody  is  at  home.  Finally, 
the  enclosure  .serves  as  an  excellent 
ve.stibule  which  eliminates  drafts, 
rain,  snow,  etc.,  when  the  hou.se 
door  is  opened  during  inclement 
weather. 

The.se  are  very  satisfactory  rea- 
.sons  for  enclosing  any  porch  or 
l)reezeway  and  are  sufficiently  ap¬ 
pealing  to  the  average  home  owner 
to  persuade  him  to  have  the  job 
done.  The  more  conservative  deal¬ 
ers  feel  that  this  is  as  far  as  they 
ought  to  go  in  their  sales  approach. 

To  make  a  porch  enclosure  an 
extra  year  round  room  would  re¬ 
quire  that  its  floor,  sidewalls,  and 
windows  be  insulated,  they  argue. 
Otherwi.se,  the  heat  lo.ss  is  so  great 
dunng  the  winter  that  it  is  very 
difficult  to  keep  the  room  warm 
and  it  is  thus  not  really  u.sable  in 
the  cold  months  and  therefore  can¬ 
not  be  considered  a  year  round 
room. 


I  Storm  and  Screen  Door  Hardware 

NEW  IDEAL  LATCH 

The  beauty  of  this  latch  is  in  its  design  and 
ea.se  of  installation  . . .  requires  no  mortising. 
It  closes  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Abso¬ 
lutely  guaranteed  against  breakage.  Latch 
available  in  stainless  steel. 

STAINLESS  STEEL  HINGES 

3''x2'’4"  hinges  for  full  surface,  half  surface 
or  full  mortise  use.  Button  tip,  loose  pin  type. 


STORM  DOOR  CHAIN 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Stain¬ 
less  steel  attaching  brackets  are  available. 


coMnere  information  promptly  sbnt 

Supplying  most  of  America's  aluminum  door  monu- 
facturers.  Also  manufacturers  of  storm  sosh  ond 
screen  hardware. 


BRASS  WORKS«INC. 

250  EAST  5TH  STREET  •  ST.  PAUL  1,  MINN. 


Insulated  Wall: 


CASEMENT  STORM  SASH 


Even  if  the  walls  and  floor  were 
insulated  the  problem  would  not  be 
entirely  solved  for  the  storm  sash 
have  been  imstalled  as  i)rime  win¬ 
dows  and  there  is  thus  no  double 
glazing  over  the  large  glass  area 
that  surrounds  the  porch.  What  is 
needed  to  make  a  porch  enclosure 
a  year  round  room  is  some  modifi¬ 
cation  of  the  pre.sent  combinations 
which  will  permit  lightweight 
double  glazing  in  special  porch 
units.  Anyhow,  very  few  home  own¬ 
ers  expect  an  enclosed  porch  to  be 
an  extra  year  round  room,  what 
they  really  want  is  a  more  comfort¬ 
able  porch.  That,  es.sentially,  is  the 
argument  of  the  more  cautious  or 
con.servative  dealers. 


•  1 W  Dead  Air  Space  to  Control 
Condensation. 

•  Permanently  Installed. 

•  Positive  Weather-Stripping  Seal— 
Prevents  Drafts  Through  Primary 
Windows. 

The  AIR  MASTER  extruded  aluminum 
storm  window  is  a  stock  item  manufac¬ 
tured  in  standard  sizes  and  is  avail¬ 
able  for  immediate  delivery.  Write  or 
phone  for  full  information. 


Mail  Coupon  Today  for  full  Information 
AIR  MASTER  CO. 

Uth  &  Lehigh  Avc.,  Philo  32,  Po. 

PIcosc  send  me  full  informotion  ond  prices  on 
your  complete  Storm  Window  Line. 


NAME 


ADDRESS 


ZONE  STATE 
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Other  dealers,  however,  feel  that 
if  a  customer  really  expects  a  year 
round  room,  insulating  the  ttoor 
and  walls  will  be  sufficient.  They 
concede  that  there  will  be  consider¬ 
able  heat  loss  through  the  single 
glazed  storm  sash  but  point  out 
that  the  extra  heat  required  to  keep 
such  a  room  comfortable  does  not 
add  very  much  to  the  fuel  bill  while 
at  the  same  time  the  home  owner 
has  added  to  his  usable  living  space 
at  much  less  than  it  would  cost  him 
to  add  a  regular  room  to  the  house. 

'St¬ 

over  10,000  Customers 

{Continued  from  Poe/e  45) 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


delar  points  ^out  that  this  is  prob¬ 
ably  due  to  the  fact  that  his  firm 
has  been  able  to  attract  seasoned 
men  from  other  fields  who  find  the 
building  specialty  business  pays 
them  better  for  comparable  effort. 
Like  any  other  alert  dealer,  Sinde- 
lar  is  constantly  on  the  lookout  for 
capable  new  salesmen. 

Unlike  many  specialty  dealers, 
Sindelar  does  no  newspaper,  radio,  ‘ 
or  direct  mail  advertising,  although 
he  has  a  lai’ge  ad  in  the  classified 
telephone  directory.  He  has  con¬ 
centrated  on  the  direct  approach  , 
at  the  iloor  or  on  the  telephone  and 
feels  that  a  god  man  can  average 
three  good  pros])ects  daily  on  the 
basis  of  two  or  three  hours  of  in¬ 
tensive  canvassing.  Several  of 
Weather-Tite’s  men  were  well  over 
the  $10,000  mark  last  year  solely  ^ 
on  the  basis  of  the  company’s  regu¬ 
lar  20'  (.  commi.ssion  and  every  year 
the  number  of  men  in  the  five  figure 
bracket  increases. 

Jobs  are  accepted  only  at  the 
company’s  regular  prices  and  no 
price  cutting  or  gouging  is  iier- 
mitted. 

Although  the  company  has  no 
training  program  for  salesmen,  it 
does  distribute  a  mimeographed 
sales  manual  to  its  sales  staff.  The 
practical  information  contained  in 
it  is  an  invaluable  guide  for  the  i 
intelligent  .salesman  new  to  tlie  ' 
(Continued  on  Page  66) 


•k  Heavy  Corner  Construction 
^  Top  Quality  Latch 
k  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures.  Also  ask  about  our  NEW  ONE-LIGHT  DOOR  with  the 
super  lock  and  extra  rigid  insert.  Use  the  Coupon,  or  Phone. 


MAIL  THE  COUPON  TODAY 


THE 


ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 
Phone  2755 


BRUSH  and  SPRAY  APPLICATORS  USE 
VENT  LOUVRES 

HELP  ELIMINATE  PAINT  PEELING  and 
BLISTERING  DUE  TO  CONDENSATION 
EASILY  INSTALLED  —  INVISIBLE 
CADMIUM  PLATED  V  x 
SAMPLES  &  PRICES  MAILED 
ON  REQUEST 

IHAMPIIIX 

621  EAST  FIRST  ST.  SOUTH  BOSTON,  MASS. 

SO.  S-S.542 
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BUILDING  SPECIALTIES 


AHERKA'S  MOST  DISTINHIVE 
ALUMINUM  DOOR  GRIUE 


All  figures  ore  made  of  heavy  cast  aluminum  with 
''your  name,  or  address"  cast  right  Into  the  panel 
itself,  in  raised  satin-finish  aluminum  letters.  Back¬ 
ground  of  entire  motif  is  in  black,  boked-on 
wrinkle  finish  paint. 

50  NEW  DIFFERENT  DESIGNS 
DELIVERY  —  JO  DAYS 

We  wont  you  to  see  with  your  own  eyes  why 
Dec-O-Grilles'  brilliant,  mirror-like  finish  mokes 
people  everywhere  say;  "Nothing  like  them  on  the 
market !" 

See  for  yourself  —  write  today  for  a  free  sample 
and  our  latest  catalog. 

DE(-0-GRILLES,  INC. 

470  Park  PI.  Long  Beach,  N.  Y. 

Phone.-  LOng  Beach  6-0118 


SAMCOE'S  INTRODUaORY 
ORNAMENTAL  IRON 
RAILING  OFFER 


Your  invitation  to  discover  how  easy  it  is 
to  make  money  with  SAMCOE  railings. 

SAMCOE  ECONOMY  SIOCK  UllS 

Here's  on  ornamental  iron  roiling  that  con- 
troctors  and  homeowners  have  been  looking 
for.  A  high  quality  rail  that  looks  twice  the 
octuol  list  price  Hcovy  top  ond  bottom  struc- 
turol  shopcs  Every  other  spindle  twisted 
Spindles  doubly  locked  in  place.  Finished  in 
glistening  block. 

LIST  PRICES  per  each 

30"  Sn.75  35"  $1235 

40"  $13  00  45"  $13  90 

50"  .  $14.70 

SPECIAL 

INTRODUCTORY  OFFER 

1  pair  <2  rollings)  50"  Economy  Stock  Rollings 
shipped  prepaid  for  $14.70.  Send  your  check 
todoy  and  test  Sorncoc  roiling  sales  potentiol 
in  your  area. 


WM.  J.  SAMCOE  IRON  (0. 

317  Military  Road  Kentnore  17,  N.  Y. 


Over  10,000  Customers 

(Continued  from  Page  65) 

I 

home  improvement  field. 

The  following  quotes  from  this 
manual  go  a  long  way  towards  ex- 
j  plaining  why  many  of  VV'eather- 
I  Tite’s  .salesmen  are  in  the  $10,000 
class : 

“Never  undertake  a  sales  job  un¬ 
less  you  sincerely  feel  that  what 
you  are  offering  to  your  prospect 
will  improve  his  way  of  life  to  an 
extent  greater  than  its  cost  to  him. 
The  es.sence  of  creative  selling  is  to 
recognize  and  awaken  a  latent  need 
in  your  prospect’s  mind  and  to 
cause  him  to  .strongly  desire  what 
you  are  offering  that  the  purcha.se 
will  be  made.  The  only  way  to  do 
this  is  to  always  be  conscious  of 
your  prospects’  needs,  desires  and 
aspirations  and  to  point  out  to  him 
how  that  which  you  are  offering 
will  make  him  more  comfortable 
or  .secure  or  give  him  something 
that  will  increase  his  pre.stige,  or 
in  some  other  way  will  help  satisfy 
the  basic  impulses  that  motivate 
him.’’ 

The  manual  al.so  gives  .some  very 
.sensible  advice  on  prospecting. 
Here  are  some  quotes  from  the  sec¬ 
tion  entitled,  HOW  TO  SECURE 
PROSPECTS; 

1.  CMnvnsging  —  Most  combina¬ 
tion  w  i  n  d  o  w  deals  originate 
through  the  house  to  hou.se  canvass. 
You  must  be  methodical,  use  can¬ 
vass  cards,  concentrate  three  to 
four  hours  daily  on  this  approach. 
Proper  front  door  manners,  a  pleas¬ 
ant  smile,  and  intelligent  conversa¬ 


tion  will  guarantee  .vou  two  or  three 
good  evening  appointments  daily. 
Keep  plugging  because  the  law  of 
averages  is  in  your  favor  and  you 
will  get  results. 

2.  Satigfied  I'sers  —  Develop 
your  .sales  into  .sources  of  new  busi- 
ne.ss.  First,  a.scertain  that  the  cu.s- 
tomer  is  happy  in  every  respect 
with  his  windows.  Make  a  friendly 
personal  call  after  in.stallation  and 
remember  that  friends,  neighbors 
and  relatives  of  the  customer  can 


uiinsTRom 

3  TRACK  ALUMINUM 
COMBINATION  STORM 
WINDOWS 


this  top  quality 


product — All  ex 
truded  aluminum  — 
Satin  finish  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 


uiinsTRom 

MANUFACTURING  CORP. 
k  1  5-32  1  27th  Si.. College  Of  .N  Y.^ 


LL'IIME 

LUMINUM 


K.  D.  DEALERS  WANTED 


ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 
COMBINATION  ALUMINUM  WINDOW. 

A  really  trouble-free  triple  tf'ack  window.  Easiest  possible  assembly 
and  installation.  Will  outsell  any  competition  on  demonstration. 

All-Time  Mfg.  Co.,  Inc.  Canadian  Dealers 

Branch  in  Canada 

293  Park  Street  All-Time  Mfg.  Co.  I Ontario*  Ltd. 

New  Britain,  Conn.  30  Richmond  Street  West 

Oshawa.  Ontario.  Canada 


June,  1952 


67 


all  be  prospects.  Don’t  be  afraid  to 
ask  for  leads  or  to  offer  to  compen¬ 
sate  the  customer  for  his  kindness 
in  passing  them  on  to  you.  After  a 
personal  call  or  two,  a  ring  on  the 
phone  might  get  results.  The  most 
productive  time  for  such  leads  is 
during  the  first  month  after  instal¬ 
lation,  when  interest  is  at  its  height. 

3.  Ret-iprocUy  —  Siding,  roof¬ 
ing,  and  heating  salesmen,  contrac¬ 
tors,  real  estate  men,  carpenters, 
painters,  insurance  men,  all  might 
run  into  people  interested  in  win¬ 
dows  and  if  you  are  acquainted 
with  such  people  have  them  turn 
in  the.se  leads  over  to  you.  In  turn 
you  can  give  them  whatever  leads 
you  develop  in  their  fields.  It  is  not 
necessary  that  money  change  hands 
although  in  some  cases  profitable 
percentage  arrangements  have 
been  worked  out.  Remember,  how¬ 
ever,  that  you  must  concentrate  on 
your  own  product  at  all  times  to 
succeed. 

Wife  Can  Help 

Sometimes  your  wife  can  be  a  big 
help  by  going  to  work  on  the  phone 
for  you.  This  is  a  sincere  approach 
because  she  will  have  much  in  com¬ 
mon  with  the  women  to  whom  she 
is  talking  and  it  gives  her  a  healthy 
.sen.se  of  participation  in  your  ef¬ 
forts. 

Other  sections  of  this  intelli¬ 
gently  written  manual  give  actual 
conversations  that  the  salesman 
can  use  in  canvassing  and  in  clos-  ; 
ing  sales. 

Credits  Supplier 

VV’eather-Tite  is  a  partnership  of 
which  O.  B.  Sindelar  is  the  General 
Manager  and  only  active  partner. 
Sindelar’s  previous  connection  was 
with  the  Industrial  National  Bank 
of  Chicago  as  manager  of  the 
F.H.A.  Department.  He  gives  great 
praise  to  the  Kaufmann  Co.,  his 
supplier,  for  their  painstaking 
guidance  in  improving  Weather- 
Tite’s  methods  of  fabrication  and 
assembly  which  have  counteracted  | 
rising  costs  and  have  helped  hold 
prices  at  the  .same  level  today  that 
they  were  three  years  ago.  : 


Here’s  What  YOU  WANT 


in  a  Door! 

GOLD 
SEAL 

ALUMINUM 
COMBINATION 
DOORS 
By 

FLORAL 

if  Competitively 
Priced  ->  to  sell 

if  Guaranteed 
Quality 

if  Stainless  Steel  Hinges 
if  Storm  King  Closers 
if  Full  Casted  Corners 
if  Special  Hidden  Bottom  Expander 

SPECIAL  DISCOUNTS  TO  QUANTITY  USERS 

Due  to  pretent  Aluminum  supply,  only  a  few  choice  territories  are  available. 


FLORAL  COMBINATION  STORM  WINDOW  CORP. 


249  JERICHO  TURNPIKE 
Mineola,  L.  I.,  N.  Y. 


GArden  City  7-1166 


DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE'* 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted  — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Stondord  Type  13  Screens,  Bronze  Lacquer 

Special  Finish  Wire . Only  $1.22 

SEND  FOR  SAMPLES  and  PRICE  LISTS 

The  A.  W.  BARNHART  CO. 

140  HIGHLAND  STREET  e  poRT  CHESTER.  N.  Y. 
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DISTRIBUTORS  REPORT: 


ZOOM 


because  sales  are  easy 
and  the  profit  margin  is 
excellent  with  the 


Trode  Mark  Aluminum  Co.  of  Amtrico 


WINDOWS  and  DOORS 

“K.D.”  distributors  set-up  for  combination 
screen  and  storm  windows.  Made  of  life¬ 
time  ALCOA*  extruded  aluminum,  competi¬ 
tively  priced,  plus  superior  features  that  beat 
competition.  Easy  to  assemble,  quickly 
installed  for  trouble-free  service.  Immediate 
delivery.  Advertising  and  sales  helps 
supplied. 

NASH  ?^FG.  CO. 

Long  Branch,  N.  J. 

Foefory  Branches 

335  1148  9126 

Haltey  St.  No.  American  St.  Harford  Rd. 

Newark,  N.  J.  Philodelphia,  Pa.  Baltimore.  Md. 


Insulating  Siding 

[Coiitimud  from  Page  37) 
high  and  artificial  con.sunier  de¬ 
mand. 

Whatever  the  rea.son  or  rea.sons, 
.  the  figure.'^  prove  and  the  fact.s 
I  .><ho\v  that  .shake  shingle  design 
overlap-type  insulating  siding  will 
never  be  replaced  by  some  other 
design.  Another  conclusion  reached 
is  that  colored  mortar  line  is  a  new 
and  important  addition  to  our  in- 
du.stry.  Further  indications,  from 
the  .study  of  the  facts  and  figures, 
are  that  the  public  will  accept  the 
new,  such  as  colored  mortar  line 
and  pa.stel  colors,  if  the  .sale  and 
promotion  of  such  innovations  are 
handled  intelligently  and  ethically, 
i  This  much  is  certain,  as  in  life, 
our  indu.stry  is  fluid  and  nothing  is 
permanent  about  insulating  siding 
but  change  I  We  have  to  keep  revi.s- 
ing,  improving,  innovating,  restyl¬ 
ing  if  we’re  to  maintain  the  public’s 
interest  in  insulating  siding  and 
our  relative  position  in  the  indus¬ 
try. 


STOP 


Seals 
buauHfius 

KICK 

CONOIETI 

MASONRY 

CMOa  Moa 

RKTAl 

INSVlATiS 

tfs/srs  nu 


WATER 

PENETRATION 

Spra*'Battat  Silicanized  Texture 
Pressure  Caating  keeps  water, 
heat  and  cald,  mast  air-barne 
chemicals,  and  discaloratian 
Fram  attacking  surfaces. 


CUTS  MAINTENANCE  COSTS! 


outrrs  Mo/sr 


OUTLASTS  REGULAR  PAINTS  3  to  1  — 

one  application  is  equal  to  20  COATS  OF 

BRUSHED  ON  PAINT.  Available  in  10  fode- 
proof  colors.  Pressure-sprayed  as  easily 

os  ordinary  paints. 


’••O*  b*  by  y«wr  vwii  tptay  cr«w. 


Industrial  Research  Engineering  (Spra-'Bestes  Div.), 
325  W.  Ohio  Street,  Chicago  10,  III. 


BUILDING  SPECIALTIES 

COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

By  subscribing  to  it  you  assure  yourself  of  keeping 
up-to-date  on  the  following:  better  selling  methods, 
installation  techniques,  management  details,  how 
to  sell  particular  specialties,  getting  and  bolding 
good  salesmen,  advertising,  new  products,  and 
many  others.  $3.00  for  one  year. 

With  the  1952  edition  of  ROOFING.  SIDING  AND 
BUILDING  SPECIALTIES  MANUAL,  which  is  also 
$3.00,  we  are  offering  you  the  combination  for 
$5.00.  Send  your  order  today  to 

I  BUILDING  SPECIALTIES 
:  42S  Fourth  Avenue 
:  New  York  16.  N.  Y. 

;  Pleate  enter  my  lubecription 
•  to  BUILDING  SPECIALTIES  ior 
!  one  year  and  ior  the  1952 
:  Manual. 

:  □  Bill  me  ior  this  amount. 

;  □  Enclosed  is  a  check  or 
!  money  order. 

:  My  Name  . 

:  Position  . 

:  Company  . 

:  Address  . 

j  City  . 

:  State  . 


ROOFING 
SIDING  &  . 


June,  1952 


B.  S.  Reporter 

{Continued  from  Page  46) 

doors  fitted  with  replaceable  fiber¬ 
glass  filters  which  allow  heated  air 
to  be  drawn  from  the  shop  at  a  rate 
of  18,000  cubic  feet  per  minute.  All 
air  coming  into  the  paint  shop  is 
free  of  all  dust  and  dirt  particles 
to  insure  a  smooth  finish  on  mate¬ 
rial  being  sprayed. 

A  propeller-type  e.xhau.st  unit 
moves  the  air  through  the  paint 
room  with  suHicient  velocity  to  re¬ 
move  hazardous  fumes  and  to  over¬ 
come  the  effects  of  gravity  on  the 
solid  paint  particles  and  prevent 
them  from  .settling  to  the  floor.  In¬ 
stead,  they  are  directed  toward  a 
turbulent  wash  chamber  where  the 
paint  residue  is  actually  .scrubbed 
from  the  exhaust  air  stream  and 
washed  flown  into  .i  collection  pan. 
The  cleaned  air  is  then  freed  of  ex¬ 
cess  moisture,  expanded,  and  dis¬ 
charged  to  the  atmosphere  through 
the  exhau.st  stack. 

(Continued  on  Page  70) 


Manufacturers  of 
M.M)K-TO-ORl)ER  Aluminum 
Awnings  and  Storm  'X'indows. 

★  You  can  be  set  up  in  the  Alum¬ 
inum  Awning  business  by  mail 
--or  by  our  f  actory  Representa¬ 
tive. 

★  NO  basic:  invfntory  re- 

QUIREMENTS.  ORDER  AS 
YOU  SEEE. 

★  Ctur  Awnings  are  shipped 
Knock-Down  and  are  the  Easi¬ 
est  to  Assemble  and  Install. 


irS  A  DEALER'S 

mm 

^rOR  PROFIT! 


YOU  TAKE  Alt 
THE  PROFITS  — 
MANUFACTURERS, 
WHOLESALE,  RETAIL' 

You  cut  and  assemble 
Uni-Temp  Lifetime  Aluminum 
Screens  from  parts, 

which  we  furnish  with 
simple  tools  and 
handy-man  "  labor.  Sell 
direct  to  builders,  home 
owners  \ —  at  prices  that 
compete  with  common 
wood  screens' 


YOU  Can  custom  fit 
ANY  SIZE  WINDOWS 
NO  DEIAYSI 


Get  details  of  this  ideal 
full-scale  or  supplemental  money-making 
franchise.  Write,  wire  or  phone  now! 

UNi-TEMP  PRODUCTS,  INC 


Succoilors  fo  intulation  Mfgrs.  tnc. 


PHONE  1  379 


lExceluni 


McPherson,  Kansas 


Triple  Track 
^ — Combination  WINDOWS 


Soles  come  eosy  with  EXCELUM  windows  be> 
cause  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  aluminum,  they  have 
eiiminoted  service  colls.  Sales  resistonce  melts 
when  you  sfiow  EXCELUM's  exclusive  feotures 
and  rigid  construction. 


Cxcelum 


COMBINATION 

ALUMINUM 


DOORS 


Write  ter  Dttaih  of  Our  DMrtbutor  KD  PLAN* 
ixdutivo  Yerriterles. 

Jamaica  Sash  &  Door  (o.  - 
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Compare 


A  KAUFMANN  SMALL  DEALER'S 

PROFIT  AND  LOSS  STATEMENT 

JANUARY  1,  1951,  THRU  DECEMBER  31,  1951 


Sal«t  $72,617.14 

COST  OF  GOODS  SOLO  —  MANUFACTURED  BY  DEALER  25.42S.2S 


Gross  Profit  before  Insfotlotton 
installation  Chor9es 

$47,261.89 

2,916.34 

GROSS  PROFIT  ON  SALES 

Operotin9  Expenses: 

Production  Expense 

Selling  and  Promotional  Expense 
Occuponcy  and  Administrative  Expense 

$15,594.13 

8,487.95 

3,451.41 

$44,345.55 

TOTAL  OPERATING  EXPENSE 

$27,533.49 

NET  PROFIT  ON  OPERATIONS 

OTHER  EXPENSE  —  NET  OF  OTHER  INCOME 

$16,812.06 

1,252.08 

NET  PROFIT  FOR  19S1 

$15,559.98 

BALANCB  SHIBT.  DBCIMBIR  31,  1951 
ASSETS 


CURRENT  ASSETS: 

Cash  — >  Bank 

Accounts  Receivable 

Material  Inventory: 

Aluminum 

Gloss 

Screen  Wire 

Production  Accessories 

Goods  in  Process 

$  8,113.22 
2,103.61 
508.84 
839.47 
957.20 

$13,302.46 

522.50 

12.522.34 

TOTAL  CURRENT  ASSETS 
FIXED  ASSETS: 

Production  Equipment 

Reserve  for  Depreciotion 

$  3,059.83 
652.22 

2,407.61 

Office  Equipment 

Reserve  for  Depreciation 

435.15 

111.48 

323.67 

TOTAL  FIXED  ASSETS 

CURRENT  LIABILITIES: 

Customer's  Deposits 

All  other  Liobilities 

LIABILITIES 

$  1,498.10 
699.67 

NET  WORTH 

Balonce  T/1/S1 

Less:  Withdrawols  durinq  1951 

$18,824.45 

7,503.62 

$11,320.83 

Add:  Net  Profit  for  1951 

15,559.98 

total  net  worth  12/31/51 

TOTAL  LIABILITIES  AND  NET  WORTH 


100.00% 

34.9 


21.45 

11.68 

4.75 


$26,347.30 


2.731.28 

$29,078.58 


$29,078.58 


STATEMENTS  OF  LARGER  OPERATIONS  AVAILABLE 
WRITE  FOR  THE  KAUFMANN  PLAN 

KAUFMANN  CORP.  SiTmich. 


B.  S.  Reporter 

(Continued  from  Pufje  69) 
Every  safety  precaution  has  been 
taken.  Lighting  is  furnished  by  10 
250-watt  explosion  proof  bulbs, 
and  the  interior  of  the  shop  is  made 
completely  fireproof  by  covering 
the  walls,  floor,  and  ceiling  with 
sheet  steel. 

*  «  * 

Kaiser  Expands  Calif. 
Alumintim  Plant 

Expansion  of  its  Permanente, 


California  aluminum  foil  mill  to 
increa.se  production  capacity  50  per 
cent  and  manufacture  foil  of  wider 
dimensions  was  announced  today 
by  Kai.ser  Aluminum  &  Chemical 
Corporation. 

The  plant’s  capacity  will  be 
boo.sted  from  12,000,000  pounds  to 
18,000,000  pounds  per  year,  and 
the  range  of  available  foil  widths 
will  be  nearly  doubled,  allowing 
the  mill  to  produce  the  widest  foil 
in  current  u.se. 

New  construction  and  installa¬ 


tion  of  additional  equipment  will 
begin  in  the  near  future  and  is 
.scheduled  for  completion  early  next 
year. 

The  foil  mill  development  is  part 
of  a  general  company  expansion 
program,  which  includes  increas¬ 
ing  primary  aluminum  capacity  to 
more  than  800,000,000  pounds  an¬ 
nually  at  its  three  reduction  plants 
at  New  Orleans  and  Spokane  and 
Tacoma,  Washington. 

♦  ♦  « 

Sleeker  Named  Ad  Mgr. 

Of  Alsynite  Co. 

Glenn  D.  Stecker  has  been  named 
advertising  manager  for  the  Alsy¬ 
nite  Company  of  America,  it  was 
announced  recently  by  Louis  L.  Po¬ 
tomac,  president  of  the  San  Diego 
manufacturer  of  gla.ss  fiber  build¬ 
ing  panels. 

Stecker,  who  w’as  with  Alsynite 
when  the  company  was  formed  aft¬ 
er  World  War  II,  has  been  a.ssist- 
ant  to  the  .sales  manager  since  the 
first  of  the  year.  He  was  manager 
of  the  company’s  Los  Angeles  sales 
office  prior  to  that  time. 

Potomac  said  the  new  position 
was  made  necessary  because  of 
“expanding  advertising  and  mer¬ 
chandising  efforts,  commensurate 
with  the  growth  of  the  company.” 
Al.synite  has  been  steadily  increas¬ 
ing  its  nation-wide  network  of  deal¬ 
ers  and  di.stributors,  and  now  has 
outlets  in  hundreds  of  cities 
throughout  the  United  States. 

*  *  « 

1952  Standards  For  Aluminum 
Windows  Published  By 
AWMA 

The  Aluminum  Window  Manu¬ 
facturers  As.sociation  has  published 
its  1952  Specifications.  They  cover 
double-hung,  casement,  projected 
and  awning  type  windows  in  both 
residential  and  commercial  appli¬ 
cations.  They  offer  Ixith  short  form 
and  master  specifications  to  aid  the 
architect  and  builder. 

Published  for  the  first  time  in 
the  1952  AWMA  Specifications  are 
.standard  specifications  covering 
awning  .sash,  .standard  sizes  and 
modular  sizes.  The  1952  AWMA 
Specs  are  available  on  reque.st  from 
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the  Aluminum  Window  Manufac-  ! 
turers  Association,  74  Trinity 
Place,  New  York  6,  N.  Y. 

Awning  Sash  Standards 

The  standards  for  awninjr  sash, 
standard  and  modular  sizes,  estab¬ 
lished  by  the  Aluminum  Window 
Manufacturers  Association,  become 
another  quality  factor  which  the 
Association’s  Quality -Approved 
Seal  represents.  It  already  sym¬ 
bolizes  that  the  aluminum  window 
displaying  the  seal  meets  the  , 
AWMA  Quality  Specitications.  j 

These  si)eciHcations  cover  mate¬ 
rials,  construction  .strength  of  .sec¬ 
tions  and  air  infiltration  require¬ 
ments  ...  all  confirmed  by  the 
Pittsburgh  Testing  Laboratory. 


All  fabricators  of  aluminum  .sash 
whether  members  of  the  As.socia-  , 
tion  or  not,  are  eligible  to  qualify 
for  use  of  this  Quality  Seal  by  hav¬ 
ing  their  windows  tested  by  the 
Pittsburgh  Testing  Laboratory  for 
comi)liance  with  AW’MA  standards. 


mm 


THE  FAMOUS 
PICTURE  FRAME 
STORM  &  SCREEN 
COMBINATION 
WINDOW 


ANDREA  extra-quality  gives 
exclusive  full-length  interlock¬ 
ing  rails.  Added  sealing  & 
strength  eliminates  most 
caulking  and  rubber  bead¬ 
ing.  ANDREA  adds  up  to 
profit  in  every  department. 


TWO-TRACK 
FULLY  EXTRUDED 
ALL  -  ALUMINUM 
SELF  -  STORING 
DOUBLE- 
PROTECTION 
CORNER  SHIELDS 


Assembled 
F.O.B.  Lynbrook 

ANDREA 


MANUFACTURING  CORP. 
183  HORTON  AVENUE 
LYNBROOK,  L.  I.,  N.  Y. 
LYnbrook  3-8668 


i 


^  Tile  that  meann 


More 
Volume 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


eniHKMSi 

COMPANY 

monufocfurers  oi  plastic  fita 

2938  West  63rd  Street 
Chicago  29,  Illinois 


»om*  OF  WrIf, 

'•rriforl.,.,,,; 


Plastic  Gasket 

{Continued  from  Page  44) 

(low  is  properly  weather-stripped 
dirt  and  du.st  will  not  collect  on  the 
outer  surface  of  the  .storm  .sash  and 
obscure  vision  and,  what  is  most 
important,  there  is  no  infiltration 
of  cold  air  from  outside  into  the  one 
inch  dead  air  space  between  the 
windows.  The  more  completely  this 
air  space  is  sealed,  the  more  ef¬ 


ficiently  it  functions  as  an  insula^ 
tor. 

There  are,  of  course,  many  ways 
of  weatherstripping  casements  and 
the  materials  u.sed  include  various 
metal  alloys,  rubber,  and  plastics. 
The  illustraitons  accompanying  this 
article  show  how  .steel  casements 
can  be  .sealed  quickly,  easily,  and 
efficiently  with  specially  molded 
stripping  made  of  vinyl  plastic. 
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ASSEMBLE  These  Aiuminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V'-Seal  knocked- 
down,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Asseinhix  of  these  sturciv  windows  is  easy 
-onlv  SI 0.00  worth  of  ttxils  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  |ob. 

Installation  is  just  as  simple.  New,  exclusive 
V'-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


lay  at  Distribotars  Prices  .  .  .  Moke 
Ceodiined  Distribotor,  Dealer  and  Retailer’s  Profit 

All  V'-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Eastern  Division,  478  Belmont 
Avenue,  Holedon,  New  Jersey 


The  Complete  line  of 

Combinotion  Storm  Windows 
plus  Storm  Sosh  tor  Steel 

Cosements  and  Bosement 

Windows. 


Western  Division,  1134  $.  6th  Street,  St.  Louis,  (yissourl 


ACT  NOW 


(er  detadt  aad  prices 


y-Seal  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


New  Products 

(Continued  from  Page  51) 
on  the  same  clamp-down  principle 
as  the  popular  ARDEE  aluminum 
frame,  which  is  now  specified  as 
standard  equipment  by  many  of  the 
leading  manufacturers  of  sink 
bowls  and  vanity  type  lavoratories. 

All  of  the  self-sealing  watertight 
features  found  in  the  ARDEE  line 
are  incorporated  in  the  new  stain¬ 
less  steel  series.  ARDEE  stainless 
-steel  frames  will  be  made  in  .satin 
finish  and  welded  joints. 

Identified  as  No.  8095  the  AR¬ 
DEE  .stainless  .steel  frame  is  now 
being  distributed  nationally 
through  established  wholesalers 
carrying  the  Werner  line  of  Alumi¬ 
num  Products.  It  is  available  in  14 
popular  sizes. 

♦  «  ♦ 

New  Counter  Top  Panel 

A  new  material  to  be  used  as  a 
finish  surface  for  counter  and 
table  tops  has  been  introduced  by 
the  Miratile  .Manufacturing  Co. 


AiucriCii  s  Best  Dressed  Homes 

A  re  W  c’t  17'  n  ]  '4  K  E  Y  S  X  O  N  E 

ALUMINUM  Storm-Screen 

WINDOWS  &  DOORS 


"CMraMvdky' 

1  HMwkMpiiif 


Yes,  best  dressed  but  most  important  .  .  .  homes 
will  be  more  comfortable  when  they're  equipped 
with  Keystone.  Your  customers  will  appreciate 
the  Quality  and  Features  of  Keystone  products. 


FULL  LENGTH 
PIANO  TYPE  HINGE 


An  axclusiva  faolura 
•liminoUi  mortising 
ond  mokas  a  parfact, 
rigid  instollotion. 


Look  For  The 
'Wittdow  With 
The  Louvers! 


CASEMENT  WINDOWS 

A  stylo  to  suit  ovory  window! 
Eifhor  OUTSIDE  or  INSIDE  typo. 


Assembly  Plants  Coast  to  Coast! 


i 


.•va,  ■: 

_/ 


This  new  material  has  lieen  given 
the  trade  name  Miratop  and  is  sup¬ 
plied  in  .standard  sizes  as  4'x6'  and 
4x8'  panels.  These  panels  consist 
of  a  plasticized  melamine  coating 
on  ' «"  tempered  hardlioard.  Be¬ 
cause  the  color  and  design  is  pla.s- 
tic-.sealed  and  because  of  the  pla.stic 
surface  material  employed,  Mira¬ 
top  is  non-fading  and  is  unaffected 
by  alcohol,  fruit  acids  or  boiling 
water.  The  surface  will  not  chip, 
crack  or  peel  and  is  easily  kept 
clean  with  a  damp  cloth. 

Miratop  is  supplied  as  a  .strik¬ 
ing  mother-of-pearl  design  in  color 
j  tones  of  Green,  Grey,  Yellow  and 
I  Blue.  The  manufacturer  announces 


that  they  expect  to  market  this  ma¬ 
terial  at  a  price  that  will  provide 
the  user  with  a  cost  lower  than 
standard  for  similar  products  now 
in  the  field. 


the  winning  combination! 


for  the  front! 


Westinghouse  Announces 
Limited  Space  Kitchen  Unit 

A  complete  Westinghouse  elec¬ 
tric  kitchen  designed  for  installa¬ 
tion  in  only  60  inches  of  wall  space 
was  announced  recently  by  W.  R. 
Arbuckle,  manager  of  apartment 
house  and  builder  sales  department, 
Westinghouse  Electric  Appliance 
Division. 

“Where  economy  of  space  is  im¬ 
perative,  the  limited  space  unit  can 
provide  the  cleanline.ss,  convenience 
and  efficiency  of  electric  kitchens,” 
Mr.  Arbuckle  .said  and  added  that 
the  unit  is  ideal  for  apartments, 
small  homes  and  cottages. 

Equipment  for  the  kitchen  unit 
includes:  a  4  cubic-foot  under-coun¬ 
ter  refrigerator,  a  four  surface 
unit  electric  range,  .stainless  .steel 
work  surface  and  sink  unit,  one  15- 
inch  sink  cabinet  and  two  :l0-inch 
wall  cabinets.  The  complete  unit 
carries  a  suggested  li.st  price  of 
$600.42. 


Sell  your  regular  siding  for  the  sidesi 


Dig  profits  .  .  .  small  in¬ 
vestment  with  Sandstone, 
today's  most  inexpensive 
system  of  duplicating  the 
beauty,  charm  and  per¬ 
manence  of  natural 
stone!  A  few  Sandstone 
franchise  territories  still 
open  to  qualified  dealers. 
Write,  phone  or  wire 
today! 


EMCO  CEMENT  PRODUCTS,  INC 


Mullins  Changes  Its 
Kitchen  Counter  Easels 

Two  Youngstown  Kitchens  coun¬ 
ter  ea.sels,  used  by  dealers  to  tell 
the  Young.stown  Kitchens  .story  and 
explain  the  Jet-Tower  dishwasher 
to  potential  customers,  have  been 
revi.sed  to  include  all  the  latest 
changes  in  the  line. 

First  of  the  new  easels  covers 
the  entire  Youngstown  Kitchens 
line.  It  has  eight  sections  inde.xed 
as  follows:  cabinet  sinks,  food 
waste  dispo.ser,  dishwasher,  base 
cabinets,  wall  cabinets,  acces.sories, 
kitchen  planning,  and  kitchen  in- 
.stallations. 

The  disposer  section  has  been  ex¬ 
panded  and  more  color  has  been 
added.  The  cabinet  .sec-tions  have 
been  changed  to  include  the  rotary 
wall  and  rotary  ba.se  cabinets,  latest 
Youngstown  Kitchen  products.  The 
(Cotitivufd  on  Page  74) 


FOR  CUSTOMER  SATISFACTION  •  FOR  DEALER  PROFITS 
FOR  BEAUTY,  DURABILITY,  VERSATILITY! 

Be  sure  It's  genuine 

HASTINGS  Alumitile  ^ 


METAL  TILE  PRODUCTS,  INC. 

Depf.  607,  Hostings,  Michigon 
Send  me  information  on  o/umifiie. 

I  om  a  O  Dealer,  Q  Distributor,  Q  Con* 
tractor,  □  Architect. 


Made  of  sturdy  aircraft  aluminum  .  .  .  lus¬ 
trous  enamel  finish  permanently  bonded  to 
metal  before  it  is  formed.  Won’t  chip,  crack, 
peel  or  Cf>rro<ie  .  .  .  fireproof,  waterproof, 
sanitary.  Fourteen  decorator  colors  .  .  .  over 
25  different  shapes  and  sires  of  tile,  self 
decorating.  Light  in  weight,  but  strong.  Easy 
to  apply,  economical.  Popular,  and  PROFIT¬ 
ABLE  to  the  dealers  who  handle  it. 


Addreii 


.WRITE  TODAY 
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Dustite 

GASKET 


For  Metol 
Cosement 
Windows 


Th*  Du»M«  gotkei  is  designed  w.Jh  on  carruded  plost.c  seol 
•og  lip,  *0  keep  metal  cosemenf  windows  OUST  TIGHT.  STORM 
TIGHT.  DRAFT  TIGHT.  RAIN  TIGHT,  ond  WIND  TIGHT  Eoty 
to  instoH 


excellent  tor  use  in  control  of  condensotion 
where  storm  windows  ore  used.  A  small  od  in 
your  local  paper  will  outomotically  bring  pros> 
pects  for  storm  windows  into  your  soles  room 
without  convossing  Oustitc  Gosket  is  a  real 
troffic  builder  and  prospect  finder  for  storm 
windows  ond  all  home  improvement  items.  Sold 
under  ten  doy  money  back  guorantee. 

DUSTITE 

PRODUCTS  COMPANY 

i  CANTERIURV  OR.  •  DAYTON  f.  OHIO 


DEALERS  WANTED 

wri'te  for  full  details 


MANUFACTURERS 
and 

DISTRIBUTORS 

of 

COMBINATION  WINDOWS 
and  DOORS 


We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  ore  converting  to  wood 
windows  we  con  be  of  particular 
service  to  you,  or 

if  you  hove  any  engineering 
problems  on  metol  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  ports,  coll  on  us— NOW/ 


G.  Grant  Metal 
Mfg.  Co. 

163  Buscher  Avenue 
Valley  Stream,  L.  I.,  N.  V. 
Phtna  —  Valley  Stream  5-5S81 


New  Products 

i  (Continued  from  Page  73) 

! 

dishwasher  section  has  also  l>een 
revised  to  include  all  the  late.st  im¬ 
provements. 

The  second  easel  is  more  special¬ 
ized,  dealing  only  with  the  Jet- 
Tower  dishwasher  and  food  waste 
disposer.  This  easel  has  also  been 
expanded  to  and  brought  up  to 
date  by  revision  and  inclusion  of 
all  the  latest  data. 

♦  >k  « 

New,  Invisible  'Raincoat' 
for  Masonry  Walls 

Hydrocide  S.X  Colorless,  L.  Son- 
neborn  Sons,  Inc.  exclusive  Silicone 
makes  all  types  of  above-grade 
porous  masonry  water-repellent 
immediately  after  drying.  One  ap- 
,  plication  stops  driving  rains.  Com- 
!  pletely  invisible.  Will  not  discolor. 

I  Will  not  wear  away. 

Revolutionary  principle  insures 
clean  appearance  of  your  buildings 
I  — sheds  dirt — c'ontrols  efflore.scence. 
Not  just  a  surface  film,  S.X  pene- 
tratea,  makes  the  ma.sonry  itself  , 
water  repellent.  Long  la.sting,  S.X 
has  been  tested  in  the  field  and 
laboratory.  Today,  after  eiiuiva- 
lent  of  10  years  exposure  to  the 
weather  treated  masonry  .still  looks 
the  .same — and  still  repels  water,  i 
*  *  * 

Fenestra  Making  Steel 
Lintels  for  Casements 

Detroit  Steel  Products  Company 
has  begun  manufacture  and  ship¬ 
ment  of  Formed  Steel  Lintels  for 
use  with  P'ene.stra  casement  win¬ 
dows  and  basement  windows  in 
residential  con.struction.  The  lin¬ 
tels  are  being  produced  in  the  De¬ 
troit  plant  in  lengths  from  2'6”  to  7'. 
The  formed  lintels  are  .‘D  ■/'  high  by 
3' or  4> deep,  on  the  wall  bear¬ 
ing  section.  They  are  bonderized 
and  painted,  and  are  also  available 
with  Fene.stra’s  galvanized  finish, 
at  extra  cost. 

The  Company  reports  that  the 
designed  pre.ssed  metal  lintels  ex¬ 
ceed  general  code  requirements,  i 
with  a  .strength  in  excess  of  the  j 


World's  first  pockoged 
oluminum  awning 
lets  you  fit  any  size 
window— from  stock! 


Here's  the  big  news  in  metol  awn¬ 
ings— Childers  Aluminum  Awnings 
ore  completely  packaged  with  oil 
fittings  at  the  factory.  No  special 
tools  or  tedious  assembly  required. 
Gleaming,  boked-on  enamel  finish. 
Leakproof  yet  ventilated.  Rot- 
proof,  fade-proof,  rust-proof. 

Dealers  write. 

Childers  Mfg.  Co. 

3620  Wfttt  11th  $t. 

Houston  8,  Toxat 


Costs  Got  You  Down? 


KESSLER 

Glass  Retainer  Splines 
Screen  Retainer  Splines 

Assure  you  of  Better 
Windows  and  Doors— Elimi¬ 
nate  Labor  —  Cut  Costs 

For  Aluminum,  Wood  or  Plastic  Windows, 
Doors 


Don't  Delay 
Order  l%ow  for 
Prompt  Delivery: 


KESSLER  PRODUCTS  (0. 

1064  W.  Federal  St.  Phone  39335 
Youngstown.  Ohio 

Specialists  in  plastic  extrusions  for  the 
Storm  Window  Industry 


June,  1952 
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factor  of  safety  ordinarily  assigned 
to  structural  steel.  Formed  edges 
hold  the  bed  mortar  and  prevent 
lateral  movement  often  found  on 
smooth-surfaced  hot-rolled  sections. 
This  movement,  in  some  types  of 
con.struction,  usually  shows  up  in 
the  crumbling  of  the  front  edge 
mortar  between  steel  and  mat  onry. 
*  *  * 

"Taylor-Made''  Garage  Doors 

“Taylor  -  Made”  garage  doors 
have  entered  the  building  material 
market  on  a  national  scale,  accord¬ 
ing  to  an  announcement  by  Thomas 
K.  Connellan,  .sales  manager  of 
R.  L.  Taylor  National  Sales  Inc. 

The  new  “Taylor-Made”  galvan- 
nealed  steel  garage  door  has  been 
field  tested  in  several  major  mar¬ 
kets  in  the  past  years,  and  a  mer¬ 
chandising  program  is  now  being 
developed  to  make  the  doors  avail¬ 
able  to  all  .sections  of  the  country. 
While  8  X  7,  9  X  7  and  16x7  doors 
are  manufactured  on  a  production 
line  basis,  the  company  al.so  manu¬ 
factures  special-size  doors  to  speci¬ 
fications  in  sliding  track  and  jack¬ 
knife  types. 

Mr.  Connellan  started  in  the 
metal  garage  door  business  with 
Carl  Strand  who  organized  the 
Strand  Building  Products  Com-  i 
pany  to  manufacture  the  Strand  j 
garage  door.  Later  he  was  man¬ 
ager  of  the  Strand  Garage  Door  j 
Division  of  the  Detroit  Steel  Prod¬ 
ucts  Co.  Desirable  territories  are 
.still  open. 

«  ♦  * 

New  Sliding-Door  I 

Mirror  Cabinet 

Added  .space  and  convenience  in  : 
the  new  mirror  bathroom  cabinet 
announced  by  Standard  Building  j 
Products.  F'unctional  design  com-  ' 
bines  large  Plate  Gla.ss  mirrors  and 
gleaming  chromium  picture  frame 
for  that  luxurious  look. 

Mirror  doors  slide  at  finger’s 
touch  to  reveal  extra  spacious  in¬ 
terior  cabinet  in  silvery  Hammer- 
tone  finish.  TWIN-SLIDE  offers 
more  than  double  the  shelf  space 
and  mirror  space  of  ordinary  medi¬ 
cine  cabinets.  Six  bulb  edge  shelves 
are  readily  adjustable  to  any  de¬ 
sired  arrangement. 


GLASS  JALOUSIE 

WINDOWS  &  DOORS 


Here’s  a  proven,  fast-sellinc 
product,  embodying  modern 
utility,  beauty  and  durability. 

IT*S  A  REAL  Profit-makir! 

Capture  your  share  of  this 
new,  growing,  profitable  mar¬ 
ket  .  .  . 

EVERY  BUILDING  Naw  or  Old 
IS  A  PROSPECT! 

•  Obvious  Beauty 

•  Certified  Quality 

•  Easier  Operation 

•  Longer  Life 

•  Greater  Efficiency 

•  Proven  Economy 

BIG  DISCOUNTS  for  Doalors! 


I  Future  Products  Inc.  Box  66  Sta.  A 
j  St.  Petersburg,  Florida 

Name  . 

[  Company  . 

I  Street  . 


GET  ALL  THE  FACTS! 

Write  today  for  compiete  lit¬ 
erature  and  prices.  Send  13.60 
for  full  size  Demonstrator. 
Prompt  reply  and  strictest 
confidence  assured. 


ELL  QUALITY 


SUte 
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A 

Adams  KnKineerinK  (  o..  .61,  Back  Cover 


Air  Master  Co .  61 

Alcu  Window  Industries .  2S 

Alladin  Mf){.  Co .  62 

.\ll- rime  .Mt  K.  (  o.,  Inc .  66 

Aluma  Kraft  .Mf^.  Co .  .> 

.\lumatic  Corp.  of  .\merira .  2 

Alumidor  .Mfg.  Co .  21 

•Aluminum  .\ir  Seal  .Mfg.  Co . IS-IK 

Aluminum  Fabricating  Co.  of 

I'ittsburKh  .  16 

.\ndrea  MfK.  Corp .  71 

Arrow  Metal  I'roducts  Corp .  26 

H 

It  Hi  M  Sales .  22 

Barnhart  Co.,  The  .\.  W .  67 

Beaux  .Art  Crafts .  76 

Building  Specialties  .  6b 

C 

Calbar  I’aint  &  Varnish  Co .  2b 

('aider  MfR.  Co .  7.7 

Campbell  .Sash  Works,  The .  .7.» 

Carb<>/ile  Protective  CoalinRs,  Inc.  27 

Ca-Stone  Products,  Inc .  6 

Champion  .  6.") 

Charles  Co .  6.'l 

Childers  .Mfu.  Co .  71 

Clearview -l.ouver  Window  Co .  17 

Conneaut  Kubber  &  Plastic  Co .  .>b 

Corson  .'Iftt.  Co..  Ben .  26 

Compo  Miracle  Pr<»ducls  Co .  10 

Co<»I-Kay  Metal  Awning  Co .  69 

Creinens.  I..  W .  .79 

C-Thru  Aluminum  Awning  Co .  2.7 

I) 

Dallas  Iron  K  Wire  Works .  10 

l)ec-0-<irilles.  Inc .  66 

Dewatex  .Mfg.  Co .  1 

Dustite  Products  Co .  71 

K 

KImont  Mfg.  Co .  .72 

KllwtMKi  Aluminum  Dour  Co.,  Inc., 

'I'he  .  6.7 

F^mcu  Cement  Products,  Inc .  7.1 

F 

Feather-I.ite  .Mfg.  Co .  22 

Federal  Sash  &  Screen .  .76 

Fire-1. ite  .Alarms  .  .70 

Floral  Combination  Storm  Window 

Corp .  67 

Future  Products,  Inc .  7.7 


Ideal  Brass  Co .  61 

Insulation  -Mfg .  69 

J 

Jamaica  Sash  &  Door  Co .  69 

Ja.sco  .Aluminum  Products  Corp .  29 

K 

Kauf nan  Corporation .  70 

Kessler  Products  Co .  74 

Keystone  .Alloys  Co .  72 

L 

l.udman  Corp . ;1.7-:16 

Lemlar  .Vlfg.  Co .  15 

M 

.Aletal  Tile  Products,  Inc .  73 

.Mort  Company  .  59 

X 

Nash  .Mfg.  Co .  (is 

O 

Old  ({uaker  Paint  Co.,  Inc .  13 

Orchard  Bros.,  Inc .  9 

P 

Peerless  (irille  Co .  .72 

Pro-Tect-l  -Jalousie  Corp .  2.1 

H 

Ke-Xu-lt  Corp .  11 

Kex  Corp..  The .  56 

Bex  Windows,  Inc .  bO 

Kulaglass  F^quipmcnt  Co.,  Inc .  21 

Kun-Del,  Inc .  53 

K(M>ling.  Siding  Hi  Building 

.Specialties  Vlanual  .  20 

Itow  land  &  Co..  J.  F; .  32 

Buberoid  Co .  7 


S 

Samcoe  Iron  Co..  The  AA'm.  J .  66 

.Shower  Dour  Co.  of  .America .  62 

.Storm  AA’indows  of  .Aluminum .  .79 

Steelcrafl  .Mfg.  Co.,  The .  19 

Sun  Sash  Company .  30 


I 

Cniversal  Fabricators  .  .  . 
I'niun  .Aluminum  Co.,  Inc. 


V 

A-Seal  CoriHiration  . 

A'erflex  Sales  Corporation 


C 

Calkin  &  Co..  B . 

(•rant  Metal  Mfg.,  (•..  . 
(■regg  Kngineering  Co., 
(iuildcrest  Co.,  The.... 

II 

Heather  Stone  . 

Hess  Manufacturing  Co. 


AA 

.>Q  AAallace.  Inc.,  Don  B .  .7.7 

AA'arner  Mfg.  Corp .  12 

AA  eather-Tite  Company  .  S 

7'j  AAebster's  Home  Specialties .  .71 

AA  erner  Co..  Inc.,  B.  D . .70.  67 

AAinstrom  Manufacturing  Co .  66 

.j.(  AA'ilson  Alfg.  Co..  I,.  S .  .77 

AAinsulite  Mfg.  Co .  21 


I 

Industrial  Besearch  Kngineering... 


A 

6S  Aoungstown  Industries.  Inc 


CLASSIFIED  ADVERTISING 


SALES  HELP  WANTED 


SALES  KEI’RESE.VTATIVF.  WA.VTKI);  Man 
now  calling  on  dealers  o{  roofing,  sidinjj,  Venetian 
blind  and  allied  fields  to  sell  I.ow-I’rice  extruded 
all-aluminum  combination  storm  AA'indoAA-'  territc-ry: 
New  England.  Middle  Atlantic,  Middle  West.  Will 
entertain  fide  line  representative.  W  rite  Box  359, 
Building  Specialties,  435  bourth  Ave.,  Ncaa-  \ork 
lo,  N.  V. 


M!S(  KLLANKOrS 


A(i(ikESSIVE  L().\(i  ESTABLISHED  Oregon 
firm  desires  distribution  in  XorthAAcst  for  aluminum 
Imilding  specialties  to  add  to  the  present  line  now 
carried  by  our  aluminum  salesmen.  Would  consider 
assembling  items  in  our  plant.  Reply  Box  361, 
Budding  S{>erialties,  425  Fourth  Ave.,  New  York 
lo,  V.  7-52 


W’ANTEI)  KXI’ERIK.NA  El).  Si  t  (  E.sSH'l.  In 
filiation  Sfilesnian  to  ttiialifv  as  Sale-  .Manager  for 
1  old  e>tabli>hetl  lnb.ulation  hrm.  Mti>t  have  good 
character  and  reputation.  Nice  wtale  in  Avhich  to 
live.  Permanent  Job.  Write  Box  .Uil,  c/o  Huibling 
j  Specialtu'b,  42.5  K-uirth  Ave..  New  N'ork  16,  N.  \. 

WANTED  PROiH'tT  |)K>I(..\  KNtilNKKK. 
.Muibt  Ik*  ex}K*r.enced  in  designing  aluniiniini  C'*m 
bination  'itorni- screen  Avindows  «ir  pr>  duets  for  the 
building  supply  fieM.  Stale  age  and  eomplete  his 
•  tory,  .salarj  reiiuirenieiils  and  references.  This  is 
a  permanent  jH)sition  AAith  an  assured  future.  Wiite 
Box  No.  3o2.  Building  Specialties,  435  K<iutth 
Avenue.  .New  N  ork  1<>.  N.  ^  . 


GLAMOUR  for  DOORS 
GOLDEN  PROFITS 
for  YOU 


Sell  your  customers  these  protitoble  and 
ottroctivc  aluminum  SCROLL-ETTS  which  fit 
any  door.  They  will  odd  profit  to  every  door 
sole.  Finished  in  GLEAMING  WHITE  enamel 
or  SEMI-POLISHED  ALUMINUM 

Write  for  Bulletin 
and  Trade  Discounts 


Jieaux  ^rt  Crafts 


20t5  BROOKFIELD  RD 


PITTSBURGH  16  PA 


This  Sales-Proven  Display  Shows  Your 
Customers  How  to  “MAKE  MORE  ROOM" 


Thousand  need  .  .  .  and  can  now 
afford , . .  more  living  space.  They’re 
using  Ualco  Jalousies  to  enclose 
porches,  install  breezeways.  It’s  a 
whale  of  a  market  .  .  .  Here’s  a 
display  to  help  you  sell  iti 

Ualco  Jalousies  are  the  hottest  thing 
yet  to  hit  the  huge  postwar  remodeling 
market.  It’s  remarkable.  Homeowners 
see  these  wonderful  windows  .  .  .  and 
they  can’t  wait  to  get  that  porch  en¬ 
closed. 

'Their  trim  glass  louvers  framed  in 
satin-smooth  aluminum  make  them 
America’s  newest  windows.  Women  love 
their  glamour  .  .  .  men,  their  comfort — 
the  way  they  open  100%  to  summer 
breezes  and  close  weather-tight  against 
winter’s  worst. 

Ualco  Jalousies  are  the  easy,  practi¬ 
cal,  low-cost  way  for  families  to  “make 
more  room.’’  They  turn  open  porches 
into  sunrooms.  Patios  into  dining 
rooms.  Breezeways  into  extra  living 
rooms.  They  bring  outdoors  right  inside 
where  it  can  be  enjoyed  the  year  round. 

Ualco  Jalousies  are  what  you  need  to 
spark  your  home  improvement  sales  .  .  . 
get  you  more  jobs  .  .  .  more  business. 

HERE’S  HOW  YOU  GET  YOUR  DISPLAY 

This  attractive  3-color  Jalousie  dis¬ 
play  is  a  go-getter.  Goes  after  the  cus¬ 
tomer’s  attention — gets  him  interested 
in  remodeling  with  Ualco  Jalousies. 
Shows  this  potential  buyer  the  ad¬ 
vantages  of  Ualco  Jalousies  .  .  .  because 
there’s  an  actual  Jalousie  in  the  display. 
He  can  see  it — operate  it  himself.  AND 
the  display’s  pictures  of  Jalousie  in¬ 
stallations  will  help  him  visualize  Ualco 
Jalousies  in  his  own  home.  Here’s  a 
powerful  help  for  your  sales  crew — 
helps  them  close  the  sale. 

YOU  DON’T  HAVE  TO  TIE  UP 
MONEY  IN  LARGE  STOCKS.  WE 
GUARANTEE  IMMEDIATE  FILL-IN 
SHIPMENTS. 

A  See  our  catalog  In  Sweet'* 

UNION  ALUMINUM  CO.,  Inc. 

SHEFFIfLD,  ALABAMA 

WORLD’S  LARGEST  MANUFACTURER 
OF  ALUMINUM  CASEMENT  WINDOWS 


*  Here's  how  you  can  put  this  display  to  work  for  you:  H'e  bill  you  just 
$19.25  tactual  cost)— BUT  THE  ENTIRE  $19.25  IS  DEDUCTED 
FROSi  YOUR  INITIAL  ORDERS.  Actually,  you  don’t  spend  a  cent.'  Send 
for  your  display  today!  H’tth  it,  you'll  receive  the  Ualco  Jalousie  Salesbuilder 
Kit.  Included  are:  Newspaper  mats;  Mail  staffers;  Radio  spots;  H'indow  ban¬ 
ners;  Television  spot.  Everything  you  need  for  powerful  Ualco  Jalousie  selling! 


- TEAR  OFF  .  .  .  ORDER  TODAY - 

UNION  ALUMINUM  CO..  INC.  BS  6 

Sheffield,  Alabama 

Genflemen; 

O  Please  send  at  once  UALCO  ALUMINUM  JALOUSIE  DISPLAY.  Please 
bill  my  account  for  $19.25.  I  understand  the  full  $19.25  will  be  deducted 
from  my  initial  orders.  With  my  display  I  will  also  receive  without  charge 
complete  "MAKE  MORE  ROOM"  Salesbuilder  Kit. 

I  i  Please  send  catalog,  technical  data,  prices. 


Address  . 

City  State 

Signed 


Balanced 
Control  A 


When  you  hove  seen  the  ABC  Jalousie  Window  you  will  agree 
it  is  unmatched  on  today's  market,  both  in  construction  and 
appearance.  Our  advanced  method  of  weatherstripping  has  cut 
qir  and  water  infiltration  so  effectively  it  is  no  longer  a  factor. 


The  famous  A//  Balanced  Control  gives  you  easy 
and  simple  louver  operation  even  on  extreme 
heights...  heliarc-welded  at  all  corners  for  the  ulti¬ 
mate  in  strength . . .  wide  louvers  for  better  vision  and 
ventilation.  The  window  that  adds  extra  beauty  and 
comfort  to  any  home. 


